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Wilmer L. Moore, President Robert F. ian Secretary 


WANTED—GENERAL AGENTS. Weare enter- 
ing Tennessee and Texas and are prepared to give 
general agent’ s contract to responsible parties. Only 
men of experience, proven success, character and some 
financial worth, possessing executive ability and 
initiative need apply. 


The Southern States Life Insurance Company 
Atlanta, Ga. 








SOUTHLAND 
LIFE INSURANCE 
COMPANY 


DALLAS, TEXAS 


[ 


Insurance in Foree 


Over $72,000,000.00 


"HARRY L. SEAY, Preis: 


CLARENCE E. LINZ, 
Vice President & Treas. 


P. N. THEVENET, 
Vice President & Sec. 


PAUL V. MONTGOMERY, 
Vice President & Actuary 
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NORTH CAROLINA 
and FLORIDA 


Opening in each state for a General Agent. 


New and greatly reduced rates. 


Free Health Service for Policyholders through 
Life Extension Institute, Inc. 


A Company in its eighteenth year which is 
now beginning to open new territory. 


We invest where we collect which helps you 
to collect where we invest. 


For ‘sformation address: 
W. CASWELL ELLIS, Agency Manager 


SOUTHEASTERN LIFE INSURANCE CO. 


Organized 1905 
GREENVILLE, S. C. 
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HOME OFFICE, NEW YORK 


CASUALTY INSURANCE 
FIDELITY AND SURETY BONDS 


Insurance men who see the advantage of acquir- 
ing Bond knowledge, and who become Bond men, 
are thereby protecting their insurance business— 
increasing their strength in all competition. 


The Royal Indemnity Adviser. 
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A COUNTRY-WIDE INSTITUTION! WHY? 


When a business institution shows consistent growth 
there is sure to be a reason behind it. The growth of the 
Reliance Life Insurance Company is easily explainable. The 
reason lies in Perfect Protection. This company presents 
through its Perfect Protection policy something unique in 
life insurance, a policy that covers the contingencies of life, 
as well as those of death. 


More and more people, from Maine to California, are 
placing their reliance in Perfect Protection—because it offers 
to them a means of insuring themselves and their loved ones 
against privation, whether by reason of sickness, accident, or 
death. All this in a policy so well devised that it is within 
the reach of every pocketbook. It will be worth your while 
to look into it. 


But That’s Not All 


There are three excellent reasons for seeking a contract 
with the Reliance Life. First—the company is financially 
“as sound as a dollar.” Second—it markets Perfect Pro- 
tection Policies, which are in demand and therefore readily 
salable. Third—the company has plenty of room for addi- 
tional agency material. 
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Reliance Life Insurance Company 





















































Spectator Company, at 135 William Street, New York, N. Y. Entered as second-class matter Jine 28, 187%) 
sh 8, 1879. THe Svectator, Volume CXI, Number XIX, November 8, 19238; $4.00 per annum. 
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Missouri-Massachusetts 
Fight Reopened 

Tax Free Premium Movement 
Before N. A. L. U. 





Fire Insurance Premiums 

in New York City 
New Casualty Company Formed 
Insurance Decisions, by J. W. Zeller 




















WESTERN SITUATION HOLDS STAGE 


Variety of Speculations as to Outcome of Today’s Meeting in Chicago 


HE invitation of the National Association 
of Insurance Agents extended to the West- 
ern Union and the Western Insurance 
3ureau to hold a conference between the 
three bodies in Chicago today, has caused 
a riot of speculation from every quarter. 
The invitation was promptly accepted by 
both bodies, although there has been some 

criticism of the reply sent the agents by President John C. 
Harding, of the Union. His telegram has been likened to the 
reply of Premier Poincaré of France in reference to the offer 
of the United States to act as intermediary in an effort to 
adjust the European financial situation. Mr. Harding has been 
variously interpreted, the most liberal reading of his reply 
bringing out that his insistence upon the exact carrying out of 
all present Union rules and policies refers to the period 
of time elapsing between the sending of the telegram and the 
date of the conference. This view of the matter has been 
accepted by the National Association itself. 

The National Association will be represented at today’s con- 
ference hy Thomas C. Moffatt, of Newark, New Jersey, chair- 
man of the executive committee of the Association and also 
chairman of this committee; Frank R. Bell, of Charleston, 
West Virginia; president of the National Association; W. J. 
Beggs, of Cleveland, Ohio; Cliff C. Jones, Kansas City, 
Missouri ; and E. M. Allen, of Helena, Arkansas. Mr. Allen 
1S a past-president of the Association. They will be accompa- 
nied by W. H. Bennett, secretary and counsel to the Association. 

The selection of this committee occupied the entire attention 


ot Association officials for several days following the reccipt 
of the acceptances of the two governing bodies in the West. 
It is composed of the leaders of the organization and some 
of the most powerful minds among its members in the Western 
Union territory. Rumors have gone forth that a definite plan 
of action has been laid out for this committee, but this rumor 
has been most emphatically denied at Association headquarters. 
There it is said that they go to Chicago with open minds and 
the hope that some method of adjusting the differences of the 
two bodies will be brought out in the course of: the meeting. 


UNION COMMITTEE APPOINTED 


The Union committee was appointed by President Harding 
last week and consists of the following members: John M. 
Thomas, Western manager of the Aetna; C. A. Ludlum, vice- 
president of the Home Insurance Company; C. R. Tuttle, 
Western manager of the Insurance Company of North Amer- 
ica; Fred A. Rye, Western manager of the Commercial Union ; 
and A. G. Dugan, Western manager of the Hartford Fire. 
Every one of these men is a member of the famous “advisory 
committee” of the Western Union, a committee appointed 1m- 
mediately following the Union-Bureau break. 

Meantime the separation of agencies is proceeding apace, 
according to reports received here in the East. As an indica- 
tion of the rapidity with which this work is being carried out, 
one executive has returned from a short visit to the West with 
the news that he visited fourteen important agencies there in 
a few days and cleared twelve of them and is expecting to 

(Continued on page 33) 
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THE INSURANCE YEAR BOOK for 1923-1924 | | 


Fifty-First Annual Issuae—In Three Volumes 
Important Announcement 


Owing to the Great Expansion in the Insurance Business, in All its Branches, and Particularly in the 
Number of Companies Engaged in Casualty, Surety and Allied Classes of Insurance, and the Growth 
in the Quantity of Statistical and Other Data thus Rendered necessary to be Included in that Great 
Encyclopedia of Insurance Information, 


THE INSURANCE YEAR BOOK 


It has become desirable to issue the Year Book in 


THREE VOLUMES 


These are Devoted Respectively to 
Life Insurance; Fire and Marine Insurance 
Casualty, Surety and Miscellaneous Insurance 








VALUABLE FEATURES IN 1923 


| include capital changes, surplus contributions, dividends, 
changes in control, changes in plan, kinds of policies written, 
etc., being a prose history of each company from its organization 


up to date. 











EACH VOLUME IS COMPLETE IN_ ITSELF 





Brief Outline of Contents 














LIFE VOLUME 





REPORTS OF LIFE INSURANCE 
COMPANIES—HISTORICAL 
DATA 


STATUTORY REQUIREMENTS 
STATISTICAL HISTORY 


COMPENDIUM OF OFFICIAL LIFE 
INSURANCE REPORTS 


CASUALTY, SURETY and 
MISCELLANEOUS VOLUME 


REPORTS OF CASUALTY, SUR= 
ETY and MISCELLANEOUS IN= 
SURANCE COMPANIES—HIS- 
TORICAL DATA 

STATUTORY REQUIREMENTS 

STATISTICAL TABLES 

CLASSIFIED PREMIUMS, LOSSES 


FIRE and MARINE VOLUME | 


REPORTS of FIRE INSURANCE 
COMPANIES—HISTORICAL 
DATA 

SHORT RATE TABLES 

STATISTICS of FIRE INSURANCE 
BUSINESS 

CLASSIFICATION OF PREMIUMS 
and LOSSES 

RETIRED COMPANIES 


STATISTICS OF FOREIGN COM- || _ AND EXPENSES 
, NIZA- 

PANIES BUSINESS BY STATES ee =— On 
CANADIAN DEPARTMENT LIABILITY and WORKMEN'S COM- || FOREIGN INSURANCE COM- 


BUSINESS BY STATES 


STIPULATED PREMIUM, ASSESS- 
MENT AND FRATERNAL _IN= 
SURANCE 

DIRECTORY OF INSURANCE 
AGENTS, LAWYERS AND MED- 
ICAL EXAMINERS 


Life Insurance Volume...... 
Casualty, Surety and Miscellaneous 
Insurance Volume....... 











PENSATION INSURANCE LAWS 
and STATISTICS 

PREMIUMS, LOSSES, COMMIS= 
SIONS and EXPENSES by 
CLASSES for THREE YEARS 

DIRECTORY of INSURANCE 
AGENTS, LAWYERS AND MED= 
ICAL EXAMINERS 


PRICES 








PANIES 
MARINE INSURANCE DATA 


FIRE DEPARTMENTS and WATER 
SUPPLY 


DIRECTORY of INSURANCE 
AGENTS, LAWYERS and AD- 
JUSTERS 


$15. Fire and Marine Insurance Volume.... $15. 
Either Two Volumes, ordered together.. 25. 
15. All Three Volumes, ordered together... 35. 


Sent postpaid to any address in the United States, or any country in the Postal 
Union (except Great Britain), on receipt of price; to other countries the extra cost 
of postage to be added. 


All customs charges in foreign countries must be paid by the purchaser. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 
Insurance Exchange 


135 WILLIAM STREET 
NEW YORK 
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Editorial 








THE SPECTATOR 


Tue Spectator, established in 1868, is a weekly 
journal devoted to promoting the best interests of 
trustworthy insurance of all kinds. The subscription 
price for the United States, Canada and Mexico is 
Four Dollars per annum, postage prepaid; to all for- 
eign countries in the Postal Union, Five Dollars. 


THE SPECTATOR COMPANY 
PUBLISHER 


135 WILLIAM STREET, NEw YorK 
Arthur L. J. Smith 


President 
Harry W. Barnard 
Second Vice-President 
Loughton T. Smith 
Secretary 
Fred B. Humphrey 
Assistant Secretary 


Charles H. Nicoll 
Vi 


ice-President 
Robert W. Blake 


Treasurer 
Sholto D. Kirk 
Assistant Treasurer 


Telephone, Beekman 4600 (4 trunk lines) 
WESTERN DEPARTMENT 


Insurance Exchange, Chicago. Telephone, Wabash 531. 
Sole Selling Agents in America for the publications 
of Charles & Edwin Layton of London, England. 


Copyright, 1923, by The Spectator Company, New York. 
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OFFICERS AND AGENTS 
CONTRACTS 
EXT to twisting policyholders there 
is probably no more demoralizing 
practice than switching agents from one 
company to another by systematic offers 
of additional commissions, longer re- 
newals, bonuses and other monetary con- 
siderations to men under contract. There 
is, however, a distinction, and a very 
marked one, between such a practice and 
that of opening the door of larger oppor- 
tunity to ambitious agents whose indi- 
vidual earnings may be necessarily re- 
stricted by the limitations of the company 
employing him. This distinction is, for- 
tunately, clearly recognized in the 
declaration of policy made by the Ameri- 
can Life Convention at its meeting in Des 
Moines when adopting a resolution em- 
bodying, among other things, the , fol- 
lowing: “This Convention condemns as 
contrary to ethics and detrimental to the 
interests of companies and agents any 
and all attempts by whatever form or 
device, except by advertising in the in- 
surance journals and the public press, to 
induce an agent while under contract, 
oral or written, with a given company to 
transfer his services, in whole or in part, 
to another company, except in a case 
where the assent of the employee’s com- 
pany shall have been first obtained.” 
Good business would dictate that com- 
panies refrain from disturbing the agency 


ranks of a competitor, lest retaliation 
lead to destructive methods that harm all 


and benefit none. However, when an 


AGENCY 


agent responds to an advertisement, such 


action generally indicates a desire toward 
personal betterment or else discontent. 
In the former case it is unreasonable to 
insist upon the individual agent making 


a sacrifice involving probable personal 
while in the latter instance the 
sooner relations with discontented solici- 
tors are terminated and happier sur- 
roundings found, the better for all. 
There is reasonableness in the Ameri- 
can Life Convention’s purpose to restrict 
agency offers to employed men solely to 
appeals by advertisements in the columns 
of the insurance and public press. It is 
manifestly unfair to a company that has 
spent much time and effort in selecting 
and training a solicitor only to have him 
bought up by a competitor just when he 
is producing results, with no opportunity 
to consider the future. On the other 
hand, no reasonable manager would 
stand in the way of an agent who might 
have an opportunity to materially in- 
crease his earnings by a part or whole- 
time contract with another company of- 
fering a larger field. This must neces- 
sarily be so if reason is to rule under the 
declared policy of the Convention, for 
assent is waived in the case of an agent 
under contract who answers an adver- 
tisement. In any event all the declared 
principles and codes of ethics will have 
no effect where an unprincipled or un- 
scrupulous agency manager is involved. 
Such a man would ignore the principles 
whenever his individual advantage suited. 
The solution of the agent-stealing 
problem does not lie in resolutions or 
rigid enactments by organizations of ex- 
ecutives, but rather by the building of 
personal confidence among the agency 
officers of the competing companies. 
Petty jealousies and suspicions of motive 
lead to business abuses of the most waste- 
ful and uneconomic character. These can 
best be overcome by frequent contact at 
such gatherings as the American Life 
Convention, Association of Life Agency 
Officers and other organizations. The 
man best succeeds as agency director who 


loss, 


works for his own company, always re- 
specting and being respected by his com- 
petitor. 


| % )R many years past, at intervals 
Tue Spectator has been advocating 
the preparation of combined experience 
data relating to fire insurance costs, urg- 
ing that the fire insurance companies 
should prepare comprehensive tabulations 
of their experience with different classes 


5 


of risks as a basis for checking or mak- 
ing rates. Decades ago THE SPECTATOR 
was insistent in its warnings that unless 
the companies voluntarily proceeded to 
gather information leading to the making 
of rates based upon actual experience, the 
authorities of the various States would 
step in to compel them to take such action. 
The National Convention of Insurance 
Commissioners is now bringing steady 
pressure to bear upon the companies to 
co-operate to formulate a plan and com- 
pile facts, upon which can be founded a 
comprehensive and accurate system of 
rating; and the National Board of Fire 
Underwriters fortunately has an estab- 
lished actuarial bureau equipped to com- 
pile necessary data. It is only a ques- 
tion of time, and a reasonably short time 
at that, before the companies must agree 
upon some system of national scope for 
the rating of all classes of risks. The 
companies recognize this factor and have 
appointed a most able committee to co- 
operate with the insurance commissioners 
in bringing about a desired co-ordinated 
action. This subject is a most important 
one for the companies and the people. 
The companies are naturally desirous of 
establishing fair and adequate rates, and 
are not averse to co-operating with the 
insurance commissioners for this pur- 
pose, even though such changes as may 
be necessary in adopting a universal na- 
tional system will be troublesome for a 
time. The first and most important ques- 
tion to be settled in this connection is the 
choice of a correct plan whereby pre- 
mium rates may be equitably fixed and 
readily altered as dictated by experience. 
One system has already been evolved— 
that known as the Experience Grading 
and Rating Schedule, by E. G. Richards 
and is worthy of the close study and 
fair consideration of all fire underwriters. 
Whatever system may ultimately be se- 
lected, it will undoubtedly be one which 
is based upon actual underwriting experi- 
ence, rather than one which is erected 
upon the foundation of arbitrary assump- 
tions or estimates. 





Clayton Platt Dead 


Clayton Platt, well-known marine under- 
writer of New York, died on Thursday even- 
ing last. Mr. Platt retired the first of this 
year from the firm of Platt, Fuller & Com- 
pany, with which he had been connected for 
nearly fifty years. The firm are marine gen- 
eral agents of the Insurance Company of North 
America. 
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SOMETHING NEW 
: LIFE INSURANCE 


WAT ATA OVATON AAAS 











REDIT is promptly accorded any 

plan which will help to humanize 
and make cordial the relations between 
employer and employee. 


Some of the great life insurance com- 
panies have secured a niche in the busi- 
ness hall of fame through what is known 
as 

Group Life Insurance 


Under this plan an employer who has at 
least fifty employees, by a single business 
transaction, can give insurance protection 
to all his employees. 


The system is simple, and the net cost 
to the employer so low as to constitute 
a negligible addition to overhead expense. 


Many going, growing businesses with 
comparatively small working forces wish 
to take advantage of the group idea of life 
insurance, and to meet this demand and 
overcome a situation that applies strictly 
to larger organizations, The Prudential is 
now presenting its new 


Wholesale Insurance Plan 


under which groups of employees number- 
ing twenty to forty-nine may be covered. 

Wholesale Insurance differs from Group 
Insurance in detail but is essentially the 
same in principle. 

The employer endorses the plan, which 
may cover all employees for the same 
initial amount, or the amount may be 
graded for length of service. 

The premiums are very low so that the 
cost to the employer is never more than 
a very small percentage of his payroll. 

Upon leaving employment (or earlier 
if desired) employees may convert their 
policies to one of the usual plans of insur- 
ance. 

Disability provisions and other liberal 
features appear in policies issued under 
this plan. 

What better plan could you sug- 


gest to your clients as a Christmas 
gift for their employees? 


Come in and talk it over or telephone if you have any 
Group Wholesale or surplus Life Insurance to place. 


Telephone Charles A. Foehl, Manager 


Astor House Building, 217 Broadway, New York City 
6286 Whitehall 





The Prudential 


Insurance Company of America 
Epwarp D. DuFFIELD, President 
Home Office, Newark, New Jersey 
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Fire Insurance Premiums in New York City IMPORTANT NEW FIRE-MARINE 


The following table shows the returns made see New York Board of Fire acres tepetoer of premiums received in MERGER 
boroughs of Manhattan and Bronx, New York City, by companies during the first six months of 1923, in comparison te i shi 
mh the lowes of the corresponding periods of the three preceding years; also the premiums in the Borough of Brooklyn Consolidated Company to Have Million 


























in the first six months of 1923, as reported to the Fire Insurance Salvage Corps, compared with those of the similar Capital and Million Surplus 

iod in 1922: ; ae 
period in _ An important consolidation of two fire-ma- 

NAME OF COMPANY — ————Manhattan and Bronx Brooklyn - i 
192: 1922 1921 1920 1923 1922 rine companies was announced recently and to 
NEw YORE >» effe « Ini j 

pee | nn oe $101,839 $78,549 $92,422 $114,138 $21,657 $113,172_~—«sthe:« effect ~that the United States Lloyds will 
American Eagle.......... Bln see 15,428 85,726 58,78 260, 89,086 67,508 merge with the \ ‘ d Shi Insur- 
‘Nmecicanl Batitable <<... o<.0+.0 222,208 211,547 219,609 306,340 31,727 27,083 = ferchants and Shippers 
AilenicamUDMOMeyecacscse< ces  —ogeieuns BON ce ee Ree Ee Saco: ance Company. 
Assurance Co. of America........ 80,824 69,877 49,774 80,761 11,534 10,423 ‘These o : | 5 Sohedd f 
REGRESS Soe oo coe oe : 9708 121444 16,806 9345 525 3,243 lese compamies are to be consolidated as 0 
Bankers and Shippers......... ae 32,188 31,206 28,171 9,343 20,218 16,249 Yecembe . ‘ . . : 
Caledonian-American. .. . 4'411 5,880 5,466 498 1,100 4233 December 31, or sooner, if the examination of 
City of New York........ Pe ase 278,847 155,084 80,085 133,202 66,337 64,824 both companies is concluded by the insurance 
Commercial Union..............- 38,048 32/090 23.738 34,767 13,598 9.711 ; 
Commonwealth........... Sa 65,242 69,896 87,3! 112,186 70,384 28'640  <epartment before that time. 

Sao 539.35 500,212 548,905 889,388 53,1 5,332 : : : 
Contingstal....++++++++----++-++ eee ee, lee, 6=6 Stee ©=—- As. result of this merger the consolidated 
Pag > ere 255,314 215,922 316,512 361,366 189,148 152,088 company will have $1,000,000 capital. Upon 
Globe and Rutgers........ Er 516,386 447,835 464,347 585,458 60.782 56,044 oo 4 $1,000, cap p 
Great American......... +2 671,522 520,972 554,032 696,263 168,299 137.220 the completion of the merger the company 
Huitent... co. ah isoaee shel 36,899 30,780 28/431 36,132 5,031 4.733 ee ee taka ihe 
HANOVER cccsic cacciedrera olor ae 157,326 147°158 152/112 217,460 38/600 39681 names will be changed to the United States 
Fe ee a ioe ane ae eae 1,077,143 893,275 901183 1,144,402 2981516 187,072 Merchants; : 

Hudson Fire..... 1.2.00... ne 19/569 18/970 22'747 37,812 15/596 iso52 “Merchants and Shippers Insurance Company. It 
Imperial.......... echt es 78,477 55,972 46,775 on 1,898 2,277 is understood that the officers will be the pres- 
Importers and Exporters...... ‘ 55,352 33,714 14,65 58,128 12,836 8,786 : P ‘ 
ated. .....-... en 87,663 157/648 68/810 108/477 3°748 6665 ¢nt officials of the United States Lloyds, with 
Knickerbocker. .......0.0--0-005 182,059 194,533 160,547 263,149 12/999 241515 +43 : wr : 
I occas ngs cnn 6 > rhs 82/276 81,149 83,032 106,849 51,006 42069 «the addition of S. L. Martin as vice president, 
Merchants’ Fire Assurance..... , 154,091 105,143 130,950 245,435 30,826 19,032 he having held the position of vice-president 
Watsoral Bimerey. oc icc Gece ss 160,730 203,724 289,453 218,739 75,874 202,412 - 
MIE eect aes idakicinss 225/139 210,438 241,423 335,665 1191553 94273 and secretary in the Merchant and Shippers. 
Northern.......... pb hes) 39,782 38,743 31,36: 40,980 12/281 10,980 -p ‘ =i j : 
North River... ..s0-s-. sessses. 349'795 361,040 285,754 272,097 83,283 75.932 The present officers are: President, Douglas F. 
Peach ere See Cee 7 oo 74,905 63,264 57,623 ie 36,814 Cox: vice-president, William B. Goodwin, 
BOE ares once pagele aces ae, Soba See. Sows  veeewani. xs ieee 8,6: ena kate ° 
71 a eRe eaten erie 174,773 150,102 151,354 180,298 70,517 47,117 Oscar W. Smith and J. Floyd Johnston; secre- 
Raghinianales kor esse anes Gea 64,672 83,435 64,228 64,058 14,847 14,201 Hits a eae Cc Fiecler : : 
SECT aie tie aia es ener 49,634 : 40,599 56,700 6,627 3192 tary and treasurer, C. J. Ziegler; assistant 
ROPER 5 sas, 0-3: scare Rievatdw se thaaner cde 50,402 SihGae -aeaierarcrardla SUUSR  kcw'ns aa 1c ; ; ” 
ac... Se a 77,185 5,1! 74,811 69,936 30,417 5.382 secretaries, Mason H. Bigelow, E. W. Murray 
SEARVORAME Sco oo. tenacious 76,850 9,709 68 466 73,060 24,519 30,483 and Harry L. Rodgers. . 
United States........... nee 397,468 353,599 330,139 357,885 109/398 80,523 j; : 
Witte 855 ndsaes ris 1.225 1.611 20,460 pS rs 105 It will doubtless be remembered by most in- 
Westchester.........000-- erent 169,967 157,805 156,535 213,453 98,856 93,711 sevienaia : : 
Retired companies....... ; ; i + es SPQ lxiacdues pi: ee 4,865 indicated men that in 1921 the well-known firm 
: . of Crum & Forster became interested in United 
+LOYDS 2 a a 
Affiliated Underwriters........... 39,151 Seatecte, | vexteehaen Sead 486 GO feo das States Lloyds as stockholders and immediately 
Allied Underwriters: .... ...<.0.0< essa 2,287 1,684 1,075 ,480 1,158 1,079 : : 
American Exchange Underwriters... 11/034 13'106 12'812 28'804 3715 3'992 ~—«&thereafter there was an increase of the capital 
American WIOVdS« .acs..0s ces cvece 55,816 33,922 SGCte = “eeodoees 5,645 7,987 PQ = 
Individual Underwriters.......... 37,072 43/819 40,695 46,470 4'889 6304 Made to $800,000, the company at the end of 
Blaustein eee ata ae 1,224 365 148 714 109 56 1921 having a capital of $800,000, with a sur- 
New York Merchants’ Bakers Soc. . 2,453 4,395 ww ss ss : ee ee es cece ees erent aay 7 f tl 
New York Reciprocal Underwriters 67,288 54.952 40,228 50,339 4,615 6315 plus of $93,706. In October of the same year 
North American Inter-Insurers.... 35,697 28,745 31,834 30,612 3,021 3,785 ~ . FE 
United States Lloyds............ 68,735 51,112 ie oo eae 17,585 10381 | Crum & Forster became managers of the fire 
bic pane Fire Ins. Society.... 3,067 2,873 aed “a Ln 1,57% 1,516 department. The following year, through the 
etired companies....... a Oe aes nee ee ° , i |: . & eahaavers é - e 
services of Crum & Forster, the Washington 
NEw YorK STATE . — : 
Agricultural, Watertown......... 109,107 92,812 110,471 133,147 33,374 Marine Insurance Company was merged with 
Albany © Albany... 5. <:x-<«.¢.9-s.6-0d70-0.5¢ 73,518 6,354 11,452 18,817 18,966 Ini i Ss being 
Buffalo, Buffalo.............. es 58'540 42/208 39,948 31,088 26,570 the United States Lloyds, their assets being 
Commerce, Albany............-. 1,072 12,040 11,786 18,161 7,252 added to the surplus of the new company. At 
Excelsior, Syracuse....... ...... 13,818 3,571 8,983 48,759 10,931 > had ital of 
Glen Cove Mutual............... 977 6,063 9,368 Moe kk c-. the end of 1922 the company had a capital o 
Glens Falls, Glens Falls..... .... 92,521 69,883 77,939 124,230 55,304 no FES rs 
New York State, Albany......... 76,054 49918 ..... ie ee 12874 $600,000, with a surplus of $756,000. With 
a vette eee eee ees 29,217 29,767 31,739 35,262 8,011 the addition of the Merchants and Shippers In- 
CEC COMPANICS. ooo ckcosncevece <acmesde é900e0de  Seleeevee  “semdfanes ae a a ‘ 
sabi surance Company the company will have $1,- 
CALIFORNIA aes e 
California, Pe” Soc 9,077 150,574 40,918 52,248 9,136 95.418  000,c00 capital and over $1,000,000 surplus, 
Firemans Fund, San Francisco... . 118,332 113,750 117,993 135,041 34,246 21,827 while ¢ sross assets will amount to over $4,- 
Home F. and M., San Francisco. . . 51,832 33/246 24'130 32'591 26.857 4'362 While the en t ‘ 4 
Retiredicompaniege-.. . kes | Sco ee 244 21,764 MES caaaiee 24 259,000. The fire department will be under 
CoLorapo the management of Crum & Forster, and the 
Merchants, Deavet... ..<: 2600455: 12,842 10,878 15,254 19,506 4,235 3,797 marine department will be managed by Apple- 
. CONNECTICUT ae a , ae ton & Cox. 
Asta, Wortlote c.. 5 53s osecces oaks 353,998 331,611 393,883 554 ,067 124,832 100,057 
Automobile, Hartford. 00.6.0... 2827430 156,434 143,693 216,671 115,478 70,021 
Yonnecticut, Hartfor 7592) 75,905 76,750 87,217 86,678 86,044 : . : 
Hartford, «Soot tae a 297062 257.672 109,607 259/512 368.120 248/037 —Hloit, Rose and Troster, formerly of 71 Broad- 


(Continued on page 25) way, this city, have moved to 2 Rector street. 


INTER- OCEAN REINSURANCE COMPANY 
a ay fea cas J au 
VET, NCE: 


FIRE AND ALLIED LINES SURPLUS TO POLICYHOLDERS 
REINSURANCE ONLY ONE MILLION DOLLARS 











CEDAR RAPIDS, IOWA. 
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tive policies. 


M. E. Singleton, Pres. 


ACCIDENT 


A LONG-FELT WANT 


A Superior Commercial Accident Policy Without Principal Sum 


The Champion Income Accident Policy fills a long-felt 
want for exclusive Income Insurance suitable for bachelors 
or prospects with heavy Life Insurance coverage. 
of this kind have always felt that principal sum coverage 
was a means of forcing superfluous Life coverage on them 
along with the Income Insurance they wanted to buy. 
Many have delayed buying in hopes of finding a policy like 
the new Champion Income Accident. 


a tl 

The Champion Accident Policy, companion to the 
Champion Income Accident Policy, has earned a reputation 
for being the broadest and most liberal policy on the market, 
superior in several respects to even the most liberal competi- 
The Champion Income Accident Policy— 
differing only in the absence of principal sum—is rapidly 
taking its place as the leader in the new field. 


Sell this new policy under a liberal contract, direct with this 


MISSOURI STATE LIFE INSURANCE CO. 


Home Office: St. Louis 


HEALTH 


Prospects 


GROUP 











PLAN COMMON INTEREST MEETINGS 
Life Underwriters Prepare Monthly 
Schedule for Winter Season 

Everett M. Ensign, executive secretary of 
the National Association of Life Underwriters, 
has announced the complete schedule of “Com- 
mon Interest Meetings,’ which have been 
planned by President Graham C. Wells to oc- 
cupy the attention of the local organizations 
during the winter and spring season. The pro- 
gram provides topics for six monthly meetings, 
beginning with the December meeting and con- 
They are as follows: 


a9 


tinuing through April. 
December.—“Life Insurance and Bank Cred- 


” 


its. 
January —“Life Insurance and Trusts.” 





February.—"“Life Insurance and Church 
Finances.” 

March.—“Life Insurance and College Funds.” 

April—Life Insurance and Charities.” 

Mr. Ensign has already prepared a valuable 
manual on the December topic, which is a com- 
pilation of the best available thought on the 
subject. It is expected that every association 
throughout the country will actively discuss 
these subjects at the monthly meetings this 
winter. 

American Bankers Goes to Cloverleaf 

Officers and directors of the Cleveland Life 
and Casualty Company, Jacksonville, Ill., have 
recently secured control of the American Bank- 


8 


ers Insurance Company. The consequent reat- 
justment in the official staff has resulted in the 
following being elected as officers of the Amer- 
ican Bankers: President, F. H. Rowe, pres: 
dent of the Cloverleaf; vice-president, C. 4 
Goodale, vice-president of the Cloverleaf; vite 
president and treasurer, C. Y. Rowe, vice-pres 
dent and treasurer of the Cloverleaf; secretaty, 
R. Y. Rowe, secretary of the Cloverleaf. 
Guardian Life Manager at Wichita 
The Guardian Life Insurance Company of 
America, New York, announces the appoitt 
ment of Lester F. Weatherwax as managet # 
Wichita, Kan. His headquarters will be in the 
Fourth National Bank Building. 
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TAX-FREE PREMIUMS 
Life Underwriters Expected to Endorse 
Movement 

The movement to secure life insurance pre- 
miums recognition as a deductible item from 
the income tax blank continues to gain momen- 
tum. Conferences were held last week in the 
offices of David Parks Fackler, dean of Amer- 
ican actuaries, who together with THe 
SpecTATOR inaugurated the movement. These 
conferences were concerned with the form of 
petition which shall be distributed in order to 
obtain a sufficient volume of signatures from 
agents and policyholders to evidence the in- 
terest in the plan to the lawmakers at Wash- 
ington. It was confidently hoped that the form 
of petition would be ready for presentation 
this week, but unexpected delays have occurred 
which have made it necessary to postpone it. 
When ready the petition will be broadcasted 
over the country for the use of life insurance 
agents in securing the signatures of policy- 
holders and others. 

The movement is being closely studied by the 
National Association of Life Underwriters 
and President Graham C. Wells has personally 
referred it to H. J. Powell, chairman of the 
association’s legislative committee. Mr. Wells 
has already heard from Mr. Powell to the 
effect that the question is being carefully looked 
into and an early report recommending full 
and complete endorsement is confidently ex- 
pected. 





Continental Assurance Increases Capital 

Vice-President Glenn F, Claypool makes the 
announcement that the Continental Assurance 
Company, Chicago, which is the life insurance 
running mate of the Continental Casualty Com- 
pany, has increased its capital stock to one- 
half million dollars and its surplus to a like 
amount, 

It is reported that the business increase made 
by this comparatively young life insurance com- 
pany during 1923 has been so great as to justify 
one million dollars of capital and surplus that 
the company will have in its forthcoming an- 
nual statement. It began business about ten 
years ago with no insurance on its books and 
$150,000 of capital and surplus paid in. It 
never reinsured the business of any other com- 
pany nor made use of the special devices often 
used by young life insurance companies. 








Philadelphia Association Publicity Scheme 

Adepts in art and drawing in the public 
and parochial high schools and in the prepara- 
tory and junior art schools in Philadelphia and 
vicinity are manifesting eager interest in the 
poster contest announced by the Philadelphia 
Association of Life Underwriters, following a 
meeting of committee chairmen held in the 
Bellevue-Stratford Hotel on Wednesday. 

Bartley J. Doyle, president of the Poor Rich- 
ard Club, the advertising society of Philadel- 
phia, has been invited to act as chairman of 
the committee on awards, and associated with 
him will be Ellwood C. Lindsay, president of 
the Art Club, and John F. Braun, president of 
the Art Alliance. Twenty-five dollars in gold 
will be awarded for the best poster sketch, 
which must be in the hands of E. J. Berlet 
of the Guardian Life, chairman of publicity, 
not later than Saturday, November 10. Pro- 
tection and strength and something character- 
istic of Philadelphia must be visualized in the 
poster drawings, which are to be 14 by 22 inches. 

The specifications for the competition were 
prepared by John R. Fox, Metropolitan Life; 
Charles F. Gannon, Prudential; Sigourney 
Mellor, Equitable of Iowa; J. Renwick Mont- 
Phoenix Mutual; W. L. Rice, Jr., 
Equitable of New York, and Frederick G. 
Woodworth, John Hancock. 


gomery, 





Connecticut Mutual to Write Sub-Standard 

Announcement has been made by the Con- 
necticut Mutual Life Insurance Company that 
it will write sub-standard business in the future. 
A maximum of $25,000 on one life, depending 
on the impairment, will be accepted. 

Harold F. Larkin, secretary of the company, 
in a letter to the agents says that he believes 
the acceptance of sub-standard business will 
be of great benefit to the agents. 


Jefferson Standard Moves 

The new building of the Jefferson Standard 
Life Insurance Company, Greensboro, N. C., 
has been completed to such an extent that the 
company is moving in. 

The company will occupy the thirteenth, four- 
teenth, fifteenth, sixteenth and _ seventeenth 
floors of the eighteen-story building. The four- 
teenth floor will hold the executive and allied 
department offices, while the seventeenth will 
be used for a restaurant and lounge rooms. 
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Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 











Stephen M. Babbit 


President 


HUTCHINSON KANSAS 




















Getting the Most Out of Life 


In a leaflet bearing the above title the author, 
William T. Nash, tells how life insurance can 
help a great many men to get the most out of 
life. He shows that those who get ahead and 
prosper often fail to take the simplest precau- 
tions to safeguard themselves and their families, 
so that their success proves to be only tempo- 
rary. He urges that the grave disappointment 
that may follow even a life of achievement 
should induce every man who has not done so 
to immediately take steps to prevent such dis- 
appointment coming to himself or family. The 
first and most essential thing in this situation 
is naturally life insurance, and only by using 
such protection can a majority of men get the 
most out of life. 

“Getting the Most Out of Life” is published 
by The Spectator Company and sells at ten 
cents per copy; 50 copies, $2.75; 100 copies, $5; 
500 copies, $20; 1000 copies, $35; 5000 copies, 
$140; 10,000 copies, $265. 





Massachusetts Mutual Life 
Insurance Company 


of Springfield Muss. 


Incorporated in 1851 


Unexcelled policy contracts, efficient 
life insurance service, and a net cost that 
is notably low—these are three of the 
reasons why the name Massachusetts 
Mutual is synonymous in the mind of the 
insuring public with all that is best in life 
insurance. During the seventy-two 
years of the Company’s history its policy- 
holders have ever been its loyal friends 
and its enthusiastic advertisers. 


Joseph C. Behan, Supt. of Agencies 
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CHICAGO 
Jack Woodhead 


Insurance Exchange 

































Excess Automobile Liability 
Excess General Public Liability 
Excess Property Damage 
Accident Principal Sum 


Accident Double Indemnity 
(for life companies) 


Total and Permanent Disability 


equitable rates. 


E. G. TRIMBLE, President 


KANSAS CITY 


REINSURANCE 


Compensation Catastrophe 


These lines we write on the automatic treaty basis, at 
Correspondence from either Companies 
or Brokers will have our immediate attention. 

Please address our nearest office. 


Employers Indemnity 
Corporation 


NEW YORK 


Baird & Co., Ine. 


50 Pine Street 
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CASUALTY COURSES 


Insurance Society of New York Announces 
Lecturers 

W. G. Falconer, chairman of the committee 
on casualty insurance of the Insurance Society 
of New York, has prepared and announced the 
courses of lectures for casualty students this 
winter. The courses are those prescribed by 
the Insurance Institute of America, there being 
three classes—junior, intermediate and senior. 
Lecturers in the junior course will be as fol- 
lows: Calvin P. Reid, manager liability de- 
partment claims division, Travelers; J. G. 
Mays, secretary, Royal Indemnity; Edmund 
Ely, manager automobile department, New 
York office, JEtna affiliated companies. H. 
P. Jackson, vice-president, Norwich Union In- 
demnity; Leon S. Senior, manager, Compensa- 
tion Inspection Rating Board; H. E. Ryan, of 
Woodward, Fondiller & Ryan, consulting actu- 
aries: Robert O. Davidson, superintendent acci- 
dent and health department, Royal Indemnity ; 
Samuel B. Brewster, manager burglary insur- 
ance department, American Surety: J. W. 
Mason, vice-president, American Surety; Wil- 
liam A. Thompson, manager surety department, 
Indemnity Insurance Company of North Amer- 
ica; Edward C. Lunt, president, Sun Indemnity ; 
Charles L. Phillips, vice-president and gen- 
eral manager, Metropolitan Casualty; E. J. 
Kilduff, professor, School of Commerce, New 
York University. Sessions in the junior 
course will begin Friday, November 30, at 12:30 
to 1:15 p. m. in the New York board rooms 
and will continue to be held there every Friday 
thereafter. 

The intermediate class will meet at the In- 
surance Library from 5:15 to 6 p. m. on 
Thursdays, beginning November 29. In addi- 
tion to Messrs. Senior, Ryan, Davidson and 
Brewster, there will be G. F. Michelbacher, sec- 
retary, National Bureau of Casualty and Surety 
Underwriters; William A. Dibbs, superintend- 
ent liability claims department, Royal In- 
demnity; Rexford Crewe, assistant manager, 
Maryland Casualty, and others. 


To Increase Capital 
W. E. Small, president of the Georgia Cas- 
ualty Company, Macon, Ga., has called a stock- 
holders’ meeting to vote upon the recommenda- 
tion of the directors that the capital be in- 
creased to $500,000 and $200,000 be added to 
surplus. 


Casualty Actuaries to Meet 
The twenty-first annual meeting of the Cas- 
ualty Actuarial Society will be held in New 
York, Friday, November 16, at the Hotel Penn- 
sylvania. A luncheon will be held in connec- 
tion with the meeting. 


New Company Soon to Enter Casualty 
Field 

The Central West Casualty Company of De- 
troit, Mich., announces its early entry into the 
casualty field on a comprehensive scale, writ- 
ing all lines. 

This company was originally organized about 
a year ago and the sale of stock has since been 
in progress with such marked success that it 
will begin business with greater initial re- 
sources than any previous Michigan company. 

The authorized capital is $1,000,000, with a 
surplus of equal amount, and more than half 
of this has already been subscribed. 

The company will enjoy the advantage of an 
established agency force, which it acquires 
through the absorption of the Michigan Auto- 
mobile Insurance Company of Grand Rapids, 
Mich., which has been in active operation for 
the past three years and has in that period 
built up a premium income of more than $500,- 
000 in automobile insurance. 

The Central West is financed almost wholly 
by Michigan capital, all but two of the 
directors being men prominent in Michigan 
business circles. The officers of the company 
are: President, Hal H. Smith: first vice- 
president, Henry J. Kennedy; second vice- 
president, John T. Winship; third vice-presi- 
dent, Byron F. Everett: general counsel, Geo. 
FE. Nichols; secretary and treasurer, Wm. M. 
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Fidelity @ Surety Bonds 


of every character and 
description 





Prompt Service 
Intelligently rendered 


Desirable Agency 
Territory available 





Correspondence Solicited 








. ‘Detrowm 
fidelity and Surety 
(7ompany — 
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Ames. The advertising will be handled by F. 
A. Christiancy, who was for several years ad- 
vertising manager for the Standard Accident 
of Detroit, one of the largest casualty com- 
panies in the field. 

The home office will be located at 941 Jeffer- 
son avenue, East Detroit, where property has 
been purchased for the purpose, and it is ex- 
pected that active operations will begin early 
in November. 
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WANTED 


EN who have had previous successful business experience, preferably along some insurance 
i line, to attend, at our expense (free tuition, board and room), our Accident and Health 
Insurance School to be conducted in Newark, N. J., for three weeks, commencing December 3d. 


Both theoretical and practical instruction will be given. 
as Managers and Assistant Managers of agencies in our Weekly Life, Accident and Health; Month- 
ly Premium Payment; Commercial; and Group Departments, for the new fields that we are open- 
ing up in New York and the New England States. Positions guaranteed those doing satisfactory 


For Particulars address 


W. A. GRANVILLE, Educational Director 
United States National Life and Casualty Company 
29 South LaSalle Street, Chicago, Iil. 


Courses are designed to train men 
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THERE ARE 45% MORE NAMES 


ON THE LIST OF EMPLOYERS CARRYING GROUP INSUR- 
ANCE IN THE TRAVELERS THAN ON THE GROUP LIST 


Or 


~~ » 


a 


10. 


11. 


12. 


Tue TRAVELERS INSURANCE COMPANY 


Hartford 


OF ANY OTHER COMPANY 


SOME OF THE REASONS 


Guaranteed low cost. 

Payment of death claims within 48 hours after notice. 

Over a hundred claim offices in the United States or Canada, 
meaning prompt service no matter where employees may be 
located or may travel. 

The size and stability of The Travelers. 

The fact that employees instantly recognize a Travelers con- 
tract as the best in insurance. 

The Travelers permanent total disability clause. 

The Travelers simplified system of records. 

The privilege extended to employers, of consultation with 
Travelers experts on engineering and safety problems, per- 
sonnel management, industrial Telations, employees’ social 
organizations and magazines, factory and office lighting, 
promotion of health among workers, etc. 

Safety bulletins, danger signs, safety pamphlets and books, 
The Travelers Standard. 

Payroll envelope enclosures to keep the subject of Group Insur- 
ance before employees. 

Christmas greeting cards for the use of employers among em- 
ployees. 

Educational literature on personal hygiene, for distribution 
among employees. 


Tue TRAVELERS INDEMNITY COMPANY 


L. F. BUTLER PRESIDENT Connecticut 


THE TRAVELERS 


ACCIDENT, 
COMPENSATION, 


STEAM BOILER 
MACHINERY 


AUTOMOBILE 
AIRCRAPT, 


HEALTH, 
PLATE GLASS, 


LIABILITY, 
BURGLARY, 


LIFE, 
GROUP, 
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NEW ACCIDENT AND HEALTH CO. 
TO OPEN SCHOOL 
Prepare to Launch Active Organization ; in 
Newark and Vicinity 
The United States National Life and Cas. 
ualty Company and the casualty department of 
the National Life of the U. S. A., both of 
Chicago, will hold the next session of their 
accident and health insurance school in Ney. 
ark, N. J., commencing December 3. On ae. 
count of the pressing need for men to imme. 


diately develop new territory, and because of | 


the holiday season, this term of the school will 
be for a period of three weeks only. 

The director of the school will be W. A. 
Granville, Ph.D., LL.D., 
educational departments of the two companies, 
and T. W. Leonard, now manager of the 
Pittsburgh District, will serve as assistant 
director. J. J. Krist, Eastern manager, wilt 
also be a member of the faculty of the school. 
All three of the above served on the teaching 
force of the school during the July session 
held in Chicago. 
of the July school and a university trained 
man, will act as registrar and business manager 
as well as assist in the instruction. A. K. King, 
who graduated with high honors at the close 
of the last session of the school, 
charge of the practical, that is, the production 
end of the work. The former plan of devot- 
ing the forenoons to class instruction and the 
afternoons and evenings to actual canvassing 
in the Newark field will be followed. 

In addition to the above corps of regular 
teachers a number of men prominent in the 
insurance world have been engaged to give 
lecture courses. One of the 
books used for instruction purposes will be the 
Weekly Life, Accident Health Manual, 
compiled by Dr. Granville and used with such 
signal success in the July school. It contains 
144 pages of instruction matter designed partic- 


The other, 


and 





the director of the | 





Harold D. Foster, a graduate | 


will have ! 


two chief text- | 


ularly for this class of business. 
now in preparation, is a new Monthly and 
Commercial Accident and Health Manual, 


which will have about 100 pages of instruction 
material in addition to the usual classification 
of risks. 

Of those who attended the session of the 
school held in Chicago last July, ninety-two 
passed the various tests and written examina- 
tions satisfactorily and received diplomas of 
graduation. With few exceptions, all of these 
graduates are now filling important positions 
in the field or in the home office. The need 
of men with both a theoretical and a practical 
education along accident and health insurance 
lines is becoming more insistent with every 
day that passes. 

The results obtained from the July session 
of the school in Chicago have been phenomenal. 
They prove beyond the shadow of a doubt 
that efforts and money expended in real educa- 
tional work along insurance lines will bear 
fruit a hundredfold. 

—The Massachusetts Bonding and Insurance Com: | 


pany, accident and health department, had its eal 
month since March, 1920, this October. | 
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SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Semi-Annual Statement, 
December 31, 1922 


(Condensed from Statement to U.S. Treas. Dept.) 


Admitted Assets..... $6,847,520 
aero ea 1,000,000 
ee eee 575,698 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 
Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile insurance 


Let the Southern Serve You 














COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 








TO AID IN ACCIDENT PRE- 
VENTION 


Insurance Department Issues 
Bulletins on Subject 


GIVE CIVIC PROGRAM 


Advice for Local Organizers of Safety 
Movements in First Publication 


James L. Madden, manager of the Insurance 
Department of the United States Chamber of 
Commerce, has issued the first of a series of 
bulletins, published by his department, in the 
intcrest of accident prevention. In a letter 
Mr. Madden 
calls attention to a report of the Ford Motor 
Company to the effect that out of every sixteen 


accompanying the first bulletin 


fatal accidents experienced by its employees, 
only one occurs in the performance of duty. 
Mr. Madden goes on to state that the accident 
situation has become particularly serious since 
the introduction and general use of automobiles, 
which are now responsible for nearly one-fifth 
of all accidental deaths. 

In the first issue of the Accident Prevention 
Bulletin, Mr. Madden says, in part: 


A Civic PRopLEM 

The tremendous growth in the number of 
motor cars in the United States during the 
past ten years has added greatly to the haz- 
ards of our streets and thoroughfares. Each 
year the number of deaths resulting from traf- 
fic accidents increases in an alarming manner. 
Approximately 10,000 people lost their lives in 
the United States in 1919 through the careless 
operation of automobiles. In 1920 this num- 
ber had increased to slightly more than 11,000, 
in 1921 to 12,500 and in 1922 to over 14,000. 

The traffic hazard, however, is only one of 
the causes of accidents which during 1922 killed 
more than 75,000 people and injured probably 
2,000,000 others. Accidents occur daily not only 
in our streets and at railway crossings, but in 
our homes, schools, public buildings and in- 
dustrial plants. It is estimated that 75 per 
cent of all are preventable. 

The conservation of human life presents a 
splendid field for service. The chambers of 
commerce which have engaged in this work 
have proved that excellent results can be ob- 
tained. For example, the Milwaukee Associa- 
tion of Commerce reduced within two years 
the number of lives lost in automobile accidents 
from twenty-five to twelve per 10,000 motor 
vehicles. In three years the accidental death 


rate in St. Louis was lowered from thirty- 
seven to fourteen lives per 10,000 vehicles. 
These results were achieved by organized 
and concerted effort continued throughout the 
entire year. While special accident prevention 
drives such as “No Accident Week” or “Safety 
Week” have produced splendid results for short 
periods of time, they should be used principally 
to arouse public interest and to pave the way 
for more lasting activities. These brief cam- 
paigns emphasize the need of organized safety 
work and usually demonstrate what can be 
done, but experience has shown that if com- 
inunity safety is to be assured, an organization 
must be perfected to study the local situation 
and to plan and carry on permanent activities. 


Unitep Errort NECESSARY 

The chamber of commerce has an exception- 
ally fine opportunity to assume the local leader- 
ship in the service of saving lives and reducing 
the number of accidents. It is important the 
chamber seek the co-operation of every agency 
within its city in order that all will be united 
in the activities which are to be conducted. 

Public utility corporations, railroad com- 
panies, operators of fleets of motor vehicles 
(including taxicabs and commercial trucks) 
and such business organizations as department 
stores, wholesale houses and other mercantile 
establishments are interested in preventing acci- 
dents. The number and amount of claims 
against them are decreased if accidents are 
reduced. 

The city authorities, particularly the police 
and fire department officials, are usually quick 
to see the value of safety work and to lend 
their full co-operation. School children, Boy 
Scouts and Campfire Girls, when properly in- 
structed, will carry accident prevention aims 
and methods into the majority of homes in the 
community. They will further assist in lower- 
ing the accident rate among children by practic- 
ing safety themselves. — 

Business men’s clubs, women’s organizations, 
parent-teachers’ clubs and fraternal bodies are 
in a position to reach the public with the les- 
son of safety. The public press can render con- 
siderable service by carefully analyzing statis- 
tics in order to correct any apparent unsafe 
conditions. As a result, more than 200 traffic 
hazards and many improper practices were 
remedied during the year. 


Italian Statistics 


The Istituto Nazionale Delle Assicurazioni, 
Roma, Italy, has prepared and issued two 
pamphiets containing figures from the balance 
sheets of insurance companies covering the 
years 1921 and 1922. 
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JOSEPH FROGGATT & CO. 


Insurance Accountants and 
Auditors 
Consulting Actuaries 


HOME OFFICE: 
25 CHURCH STREET 
NEW YORK 





CHICAGO 
Insurance Exchange Building 


NEWARK,N. J. 
Globe Building 


SAN FRANCISCO 
Insurance Exchange Building 


PHILADELPHIA 
331 Walnut St. 


BOSTON 
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REDUCTION OF EXPENSES 





There is much agitation at the 
present time with reference to the 
expense of insurance companies and 
much attention is being given to this 


important matter. 


Are you satisfied that your office 
is running at a minimum of expense? 
If not, it would probably be to your 
advantage to have a consultation 


with us. 


Anvappointment will be gladly 


made to¥suit your convenience. 


JOSEPH FROGGATT 
President 
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CHARACTER 


Fifty years ago a Mutual Benefit policy was lost. 
The insured forgot all about it but the Company 
didn’t. It voluntarily looked up his widow a short 
time ago and paid her the proceeds of the policy. 
The amount involved happened to be small but the 
principle is great. Here is an example of old line 
life insurance not only recognizing its obligations 
but seeking to satisfy them nearly 50 years after 
the contractual date, notwithstanding the physical 
loss of the contract. It is obvious that such re- 
sults can only be possible where character is the 
institution’s directing force. 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


Newark, New Jersey 














UNUSUAL OPPORTUNITY 


A highly successful company desires the services of an 
agency manager, preferably one with executive ability. 
Want a man in the thirties or early forties, who can procure 
agents and handle them. Must be experienced and desirous 
of making permanent connection with advancement. Address 
all communications, giving qualifications, experience, and other 
information to 

ROCKY MOUNTAIN, 


Care of THe SPECTATOR. 
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TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life Insurance Co. 


Executive Offices, Wichita, Kansas 




















ARE YOU THE MAN— 
Who would consider an attractive manager’s contract for St. 


Louis, Missouri? 


An established old line mutual company operating under the 
laws of New York State offers you a wider field and increased 
opportunities for making real money. 


A Home Office official will be glad to talk with you about a 
practical method of developing a successful agency. 


All negotiations strictly confidential. 


Address AGENCY DEPARTMENT 
Care of THE SPECTATOR 
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HOW TO SELL MORE ORDINARY 


IX--Insurance for Educational Purposes 


— 
snare, HE almost nation-wide demand for 
T higher education for American boys and 
girls has given impetus to the sale of 
large volumes of insurance for educational 
an purposes. 
‘y- How Epucation HEeEtps 
ire Roger Babson, the renowned statistician, 
us and the Saturday Evening Post have under- 
38 taken to show that the educated man’s chances 
er for attaining success in life are much greater 
than those of the uneducated. 
Briefly, this is the result of the Saturday 
Evening Post’s research: 
a The chances of a boy’s attaining notable 
— success if he has an elementary school educa- 
tion is I in 41,250; if he has a high school 
Y education, it is I in 1,608; if he has a college 
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education, it is I in 172. 

Regardless of the accuracy or inaccuracy of 
these figures, even illiterate men are more 
ambitious to-day than ever before for their 
children to be educated. 


WHEN TO BEGIN 

The prudent father, when his first child is 
born, begins to make plans for the future col- 
lege course. Fifteen or sixteen years is not a 
long time, and for the average man with a 
moderate income it passes all too quickly. Un- 
less he hegins at once to lay aside a little sum 
regularly, he will not be prepared to enter John 
in college when John is sixteen. 

The advantages of an endowment life insur- 
ance policy for this purpose will be perfectly 
obvious to father, if the agent will take the 
pains to explain such a policy to him. 

It offers a safe place for the keeping of 
the savings: it is an investment that cannot 
depreciate in value, but’ will be worth par 
when John is ready to go off to school and 
the money is needed. 


By WititrAM THoRNTON 


And, if father should become totally dis- 
abled, the company will keep up the payments, 
take care of father under the disability clause 
in the meantime, and the policy will still ma- 
ture for its face value. 

Or, if father dies before he has made all of 
the payments, the policy provides the money 
for John’s schooling anyway. 

Compare such a policy with a savings ac- 
count, or building and loan shares, which would 
only be equal to the deposits with the interest 
accumulations. Suppose father didn’t live un- 
til John was old enough to go to college. 





This is the ninth article of a series of 
eleven, written especially for THe SpPEc- 
TATOR, by William Thornton, author of 
“Short in. Life 
brief but comprehensive textbook for life 
insurance which has just been 
published by The Spectator Company. 


Lessons Insurance,” a 


agents, 











As a certain means of providing educational 
funds, endowment insurance is unexcelled. 

In making the canvass, the agent should not 
fail to touch the tender spot in the father’s 
heart. A woman agent, when speaking on the 
subject at a convention, put it this way: “Think 
of the inspiration to the son when he arrives 
at college age and finds that Dad, though long 
dead, provided him a way to go to his cherished 
university, as all of his friends are doing, and 
that when he was only a little lad, Dad pre- 
pared the way for him to have this almost 
imperative advantage.” 

Another factor which will contribute to the 
agent’s sticcess in selling insurance for educa- 
tional purposes, is his ability to show the pros- 
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pect approximately what four years at college 
will cost. If he is not prepared to do this, 
he is likely to sell an inadequate amount of in- 
surance. The policy of one thousand dollars is 
better than no provision at all for the boy’s or 
girl's schooling, but a little casual study of 
college catalogues will explode the theory that 
it is a sufficient amount of money to cover four 
years’ tuition and board. 


ANOTHER CLAss OF PROSPECTS 

Prospects for educational insurance do not 
end with the parents of little children. To- 
day many young men and women are putting 
themselves through college. Some of them 
are borrowing the money to do it, and some 
of them have no collateral but their life in- 
surance. 

Such a young man or woman can be found 
in almost every neighborhood, and is nearly 
always ready to listen to the agent who can 
suggest a plan for raising the necessary school 
funds. 

For the young man who is educating him- 
self, it would seem that the best form of pol- 
icy is a term. He could not, out of the policy 
itself, taken out when he enters college, pay 
for his education; the money must come from 
some other source, and the purpose of the in- 
surance is therefore to guarantee repayment in 
the event of death. The low premium rate 
on the term is an accommodation to his limited 
means. 

The term policy provides protection while it 
is needed, and after graduation, when the pol- 
icyholder has started to work and is earning 
money, or has entered business, it can be con- 
verted into a permanent form of policy. 

Two years ago, an organized effort was made 
by certain civic clubs in Dallas, Texas, and 

(Continued on the next page) 








Big Acquaintance Is 


Life 


THE SPECTATOR 
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Best Asset in Selling 


Insurance 


By FRANK H. WILLIAMS 


There used to be a very successful life insur- 
ance agent in the Middle West who was going 
big and standing at the top rank of all the 
agents employed by his company and whose 
future seemed assured. 

Some people, who were inclined to be envious 
of this agent’s success, declared that much of 
it was entirely due to the fact that he had been 
born and bred in the very city and county 
where he was doing so much business and they 
declared that his success was not due so much 
to himself as to the fact that all of his friends 
and relatives were out hustling for him. 

Of course, this sort of comment didn’t dis- 
turb the agent at all and he went right along 
on his way, selling more insurance all the time. 

About three years ago it was discovered 
that this insurance salesman’s wife had a very 
high blood pressure. She was taken to the 
best doctors, but no cause for the high pres- 
sure could be ascertained and, at last, the agent 
decided to move out to California in the hope 
that the sunshine, fresh fruit and mild winters 
would be of benefit to her. 

Accordingly, after looking around for some 
time, the agent located in Santa Ana, where 
he didn’t know a single person, built himself a 
house, secured an office and started in to sell 


How to Sell More Ordinary 
(Continued from the previous page) 
Memphis, Tenn., as well as some smaller towns, 
to enable boys who were quitting school to re- 
sume their studies. \fembers of the clubs were 
asked to make contributions to loaning funds, 
available to students who were anxious to go 
on with their studies. A life insurance policy 
was the only collateral required of the bor- 

rower. 

A wide-awake agent might develop a mine 
of prospects for himself, if he would suggest 
a similar course to the active forces in the 
civic clubs in his own town. 


A New SvuGGESTION 

Another suggestion, which I believe is en- 
tirely new, and which might meet with favor- 
able response, if presented, is offered here. A 
number of funds are available for use of stu- 
dents in church schools of various denomina- 
tions and of students of technical institutions. 
The principle itself is not used, but the income 
is available to students in the nature of scholar- 
ships. No repayment is required; the purpose 
the donors had in mind was the extension of 
a good work. This purpose will undoubtedly 
be carried out if the beneficiaries of the 
scholarships live to complete their college 
courses and are launched in life work. But 
what in case of death prior to graduation? An 
actual loss occurs in such an event, because 
the student does not live to carry on the work 
for which he was equipped. Does it not seem 


fair that those charged with the management 





life insurance again for the same company he 
had represented back home. 


ENTERING New FIELps 

At this time the company had no representa- 
tive in Orange county, in which Santa Ana is 
located, and so made him a general agent in 
recognition of the splendid business he had 
done back home and as an indication of the 
fact that the company expected him to do 
equally well in his new location. 

Here, then, was where the old critics back 
home should have proved that they knew what 
they were talking about. Now, according to all 
their croakings and groanings, the agent should 
have flivvered with a dull thud. 

Were the critics right? Did the agent flivver? 
Couldn’t he make good except back in the old 
home town where he had everything his own 
way? 

It is now three years since the agent made 
the change. And the very best possible answer 
tu these questions is to cite the fact that right 
now the agent is again topping all the other 
agents of his company and is going as big as 
any life insurance man in Santa Ana or all of 
Orange county. 


How has he done it? What is the secret of 


of these scholarships should seek to indemnify 
the funds by making provision for a possible 
loss? The money given to a worthy student 
will certainly be wasted if that student does 
not live to engage in his particular endeavor. 


A Worp Arout BEouests 

Finally, in connection with educational insur- 
ance, it may be noted that sometimes after a 
man has graduated, when he begins to pros- 
per, he feels a strong incentive to aid his alma 
mater. Sometimes he does this through a be- 
quest. The best gift that can be made to col- 
lege or university is life insurance. 

Fifteen years ago, New York, New Haven 
& Hartford Railroad stock was considered a 
vilt-edge security. Large blocks of this stock 
were left to several great educational institu- 
tions in the New England States. The endow- 
ment funds of these schools have suffered irre- 
parably through the shrinkage of this stock. 


A Many-Sipep Proposition 

Insurance for educational purposes is a many- 
sided proposition, but no industrial agent who 
is selling ordinary need fear to tackle it from 
any angle. It is by no means too big for him 
to handle. He must first study the individual 
need, and evolve a plan to fill it; then he 
must go about his canvassing with the same 
dead-earnestness, enthusiasm, and _persever- 
ance which should characterize all of his solicit- 
ing: if he follows this course, his work will be 
effective to a considerable degree. 
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his success which has enabled him to stand $0 
high in the selling of life insurance back in his 
home town and in this new town which he 
entered without knowing a single person? 


REASONS FOR SUCCESS 

The best way to find out the secret of this 
agent’s success is by going to him and asking 
him just how he’s done it. 

Let us, then, imagine ourselves in his office 
on the first floor of a Main street building ip 
Santa Ana. Let us imagine him leaning for. 
ward in his chair and telling us about the rea- 
sons for his success in this way: 

“I sold a lot of insurance back home because 
I knew a lot of people and kept constantly on 
the job trying to sell them. 

“And I sell a lot of insurance here for the 
same reason. 

“They say that I know more people in 
Orange county than anyone else in Santa Ana 
or in the country. I don’t know whether or not 
this is the case, but I do know that I am 
acquainted with a tremendous number of people 
and that I am always trying to increase my 
acquaintanceship. 

“When I landed in this town three years ago 
I didn’t know a single person in the town or 
in the county. I decided to stay here simply 
because I liked the looks of the city and because 
T had been told that Orange county was one of 
the wealthiest, if not the very wealthiest, of 
all the California counties, when its size is con- 
sidered. I felt that with so much wealth in 
the county and with the county growing the 
way it was, I ought to be able to sell insurance 
here. 

“But how to start selling insurance? 

“It had been an easy thing hack home. 
There when I wanted to sell a policy I simply 
went to one of my friends and put the proposi- 
tion up to him in as convincing a way as 
possible and clinched the sale. 

“Here, though, it was different. I didn’t 
know anyone. I didn’t know what the folks in 
the city and county were thinking about. I 
had no idea as to the best way of approaching 
them. In fact, I didn’t know just how to 
tackle the proposition. 

“Obviously, under these circumstances, the 
very first thing for me to do was to get an 
acquaintanceship. 

“But here again there was a question of pro- 
cedure. How could a man secure a large 
acquaintanceship when he had no one to intro- 
duce him to the men of the city and county? 


GETTING ACQUAINTED 

“The natural method of making friends was 
the method T took and this method is that of 
joining a church, getting affiliated with the 
lodges and business men’s clubs, taking an in- 
terest in civic things, making little talks when 
the opportunity presents itself and never los- 
ing a chance of talking to men and getting 
acquainted with them. 

“Back in Indiana I had been a member of 
the Episcopal church. So my wife and I joined 
the Episcopal church here and we at once did 
our bit in everything that presented itself at 
the church. We helped at church suppers, we 
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attended the business meetings and we called 
on the members of the church. 

“Back home, too, I had been rather promi- 
nent in the Shrine. So I became affiliated with 
the Shrine here and I cheerfully served on 
committees and did all the other little things 
that so many men dislike doing. 

“There’s nothing like committee work in a 
lodge, to my mind, for getting acquainted with 
the people in the lodge and working up a lot 
of worth-while friendships. This doesn’t mean 
that a man has to be too everlastingly promi- 
nent and forward in the lodge. It simply means 
that he must be willing to engage in the details 
and the rather onerous work of calling on 
members and so on and so forth which doesn’t 
appeal! to many men. 

“Also I took an interest in politics and served 
on political committees. 

“And whenever any other opportunity pre- 
sented itself for increasing my acquaintance- 
ship, I grabbed it. 

“The fact of the matter is that during my 
first year in this city I made a business of mak- 
ing friends. My first year here wasn’t a year 
of selling insurance at all—it was a year of 
preparation of which the main phase of 
preparation was the doing of almost an endless 
amount of committee work, civic booster work 
and ail that sort of thing. 


Tue Resutt or EFrort 

“Tt cost me money to spend so much time in 
getting established here, but it paid. When I 
really started out selling insurance it was just 
about like old times back in the old home 
town—it was a matter of calling on friends 
and talking to them like a friend about the 
highly important matter of life insurance. 

“Of course, this method of working up a 
good insurance business in a strange town 
might not he the plan used by other insurance 
men under similar circumstances. But it 
worked with me and I’m satisfied. Now I’ve 
got an established business and a standing in 
the community. I’m a member of the Rotary 
Club and, as T say, I have the reputation of 
knowing more people in the county than any- 
one else. And, best of all, my volume of busi- 
hess is increasing from month to month.” 
And aren’t there worth- 
while ideas in all this for other life insurance 
salesmen ? 


Interesting, isn’t it? 


Have You Ever Thought About This? 

Very often we associate the idea of insur- 
ance in our minds with death and disaster. In- 
surance is, first of all, protection, providing 
ready funds when they are most needed, but 
there are other times when an insurance policy 
can serve a good purpose. 

Suppose you want to send your boy or girl 
to college. The matured endowment policy is 
a material help. 

Many of our young men prefer to go inte 
business for themselves rather than take a 
higher education ; the proceeds of a policy fur- 
nish part of the necessary capital. 

When a young woman marries, she often 
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has a house of her own; there are such things 
as furniture, chinaware, and other household 
effects she will need and want; if she has car- 
ried an endowment policy, she has the money 
to equip the home as she would like. 

The idea of thrift in America is becoming 
increasingly more popular. The parent who 
begins to save money through a small endow- 
ment policy on the baby’s life has started that 
chiid in the right direction. In a few years 
the child will have its own nickels, dimes and 
quarters given to it, or earned by doing chores 
or otherwise; these may be used to carry the 
policy which the father or mother started, and 
thus turned into permanent savings, bringing 
a larger return than the ordinary bank ac- 
count, 

Many cf the larger industrial plants, and 
some States and cities have pension systems, 
and while these afford a measure of protection 
to workers for their old age, the wage-earner 
wishing to make his last years secure and in- 
dependent cannot rely upon a pension system 
beause, first of all, if he changes 
he loses his —m to the 


altogether, 
his SHOT INE, 


pension; and then too, some of the systems 

Then there are times in a person’s life when 
he has to borrow money. An insurance policy 
is recognized as good collateral. Many work- 
ers do not make enough for them to accumu- 
late stocks, bonds or real estate on which they 
could borrow, but insurance is within reach 
of all, and the policy can be put up as security 
if financial stress comes. 

So one carrying a policy has all of these 
advantages besides knowing that if sickness 
and death do come, the ready money will be 
available to meet the heavy expenses, and the 
family will not have to suffer pecuniary hard- 
ship in addition to worry and grief. 

Insurance is the easiest and most convenient 
wav for one to save. Premiums are payable 
weekly, and may be laid aside when the weekly 
wage envelope is received. The agent of the 
Life Insurance Company of Virginia calls at 
the house, makes the collection and gives a 
receipt. It is possible and desirable for an 
entire family to be insured in this company. 

Have you ever thought about insurance this 
way?—The Industrial Virginian. 
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Field Problems 


“IT have approached a great many people but 


whenever I mention life insurance there is 
‘nothing doing,’ or if I get attention I can- 
not hold it.” 

It is quite evident you have not entirely 
overcome the “stage fright’? common to us all 
in the first months of our venture into the field. 
In other words, you are not yet used to your- 
self advising another to take a certain course 
of action and it may be that you are not 
thoroughly convinced that such a course would 
be of the greatest benefit to him. You have 
managed to brace yourself up sufficiently to 
approach an individual, but you have gone in 
to him anticipating defeat. You have prepared 
yourself to be turned down, so to speak. 

This trouble will be overcome as you realize 
that you have been reversing the process. If 
you are convinced that life insurance is the best 
and, in most cases, the only available method 
of satisfying certain needs common to all man- 
kind, it is of vital importance that you familiar- 
ize yourself with the functions of life insurance 
with respect to those needs, adapt them to fit 
the case of your prospect and convincingly 
demonstrate that yours is the best method. 
The fear feeling will disappear when you have 
something to say to your prospect of interest 
to him. 

Before you can hold interest you must be 
thoroughly interesting yourself in the things 
that are interesting to your prospect. You 
may attract attention by any kind of fantastic 
notion, but if you have nothing but the words 
“life insurance” to follow up you cannot ex- 
pect your prospect to become enthusiastic. 

Tust remember he probably doesn’t give a 
hoot for you. He certainly is not interested 
in the fact that you are selling life insurance 
or that the company you represent is a good life 
insurance company. For all practical purposes 
he is interested only in himself, his family and 
his business. He will give you his attention 
only in so far as he sees in you a medium 
for the furtherance of his interests—be it plans 
for his old age, protection of his family, educa- 
tion for his daughter or business insurance for 
his own protection, the protection of his credit 
or of his heirs. You must plan with him to 
carry out his purposes or, at least, it must be 
implied that you are there to help him do so. 

You will find it effective to draw illustrations 

from his business and to employ terms which 
he is accustomed to use. You will assist your 
thoughis and convey them more clearly by pic- 
tures and figures. Emphasizing your points 
with diagrams and rough sketches is certain 
to help you to keep your prospect’s attention, 
but be careful to hold your own attention when 
you have a pencil in your hand—fidgeting or 
scribbling will be sure to distract him. Con- 
centrate on the idea you are trying to put over. 
When you find your prospect following your 
lead, imitating your seriousness and sharing 
vour enthusiasm, closing will follow as a 
natural sequence.—Great West Life Bulletin. 


—Business ability! Why he would insure the 


of a turkey two days before Thanksgiving. 
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What to Do and How to Do It 


Canvassing is an art. Men cannot be in- 
sured by simply handing them circulars. 

An important factor in canvassing is the 
temperament of the agent. Equanimity and 
self-possession are qualities of 
value. He should most carefully aim to re- 
press anything like excitability or irritability. 
When passion is allowed to prevail, the judg- 
ment is dethroned. 

The knack of grasping a suitable opportu- 
nity for presenting the matter of insurance, 
the manner of stating the business upon which 
you approach the party you desire to secure, 
the arguments that should be used, are points 
that each solicitor must, by practice, observa- 
tion and experience, grow into for himself; 
this acquirement no company can supply. 

Persona! solicitation is absolutely necessary 
Time 


unspeakable 


to obtain applications for life insurance. 
spent in mailing circulars and writing letters 
is worse than wasted: though the agent had 
the wisdom of all the sages, he would utterly 
fail without the influence of personal contact. 
Good letters pave the way as introductions, 
and may occasionally bring inquiries, and 
should always be followed by a personal call. 

You must always push your work, never 
letting work push you. Work for results not 
for applause. Be methodical, persistent, pa- 
tient, energetic: waste no time. Endure hard- 
ships without complaint, because success comes 
by that road. Let your plans be the fruits of 
study and thought, not hasty conclusions. Be 
enthusiastic in your calling and thus impart 
warmth and zeal to others. Look ever on the 
bright side of things. Believe in your calling. 
It has its difficulties and discouragements. But 
it must be remembered that a man can hardly 
be expected to jump into any splendid business 
at once. Very few agents are as successful as 
they could desire at the outset. 

Many good agents fail of success for the 
want of energy, vivacity and snap. It is not 
enough to be honest and earnest, you must be 
alert, active, full of mettle. It is not well to 
trust to the intrinsic merits of your company; 
you must also trust in your ability to make the 
merit win, 

Human nature is not very deeply discerning, 
neither does it move towards the good without 
You must push your way along. You 
awake! Do 


jogging. 
must push discreetly, too. Be 
not presume that you will win by your logic, 
by your mathematical demonstrations or by in- 
fluencing the understanding. While you are 
doing these things your more affable and genial 
neighbor will be rolling in the premiums and 
giving to all concerned complete satisfaction 
by the use of lighter weapons. 

With the present general diffusion of knowl- 
edge in reference to life insurance, arguments 
need not be directed to the judgment. Men 
are already convinced that life insurance is all 
It is not a question of conviction, but 
Men need leading, not 


right. 
of motive to 
convincing, and agents are wise only in propor- 
tion as they accept facts as they are. Use 
such levers as tell, and in most cases it is the 
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action. 


lever that touches the point of good feeling 
toward you that wins. Sledge-hammer argu. 
ments drive men’s minds into muddy indiffer. 
ence. They are not the thing. It is not the 
force of argument that will win life insurance, 
it is force of yourself! 

Have no option for patrons. By 
presenting different plans you induce the dis- 
position to compare, and hence to delay. This 
defeats you, temporarily at least. 


your 


It is better 
to take a given point and carry your patrons 
Appear cheerful and happy. 
complain of hard times. 
and to be prosperous. 
the better for it. 
Try to satisfy and please your customers. Yoy 


on it. Do not 
Seem to be happy 
People will like you all 


3e honest and conscientious, 


are an insurance agent, not a reformer and 
can best serve your own interests by conform- 
ing to rather than endeavoring to control the 
popular demand. 

Reticence and 
The agent 
who talks too little is as inefficient as the one 
It is a nice point to dis- 
cern when one has talked enough. When you 
make a point do not unmake it. Never antici- 
pate difficulties by bringing them forward your- 
self, but be ready at every point fairly to meet 
them agents are so 
scrupulous that they fear lest the man should 
not see everything connected with the subject, 
and will argue and demonstrate until the man’s 
mind is confused or made indifferent. 


speaking. 
loquacity are equally dangerous. 


Be cautious in 


who talks too much. 


when presented. Some 


Aim to persuade, to move; get your candi- 
date interested in the subject; very likely he 
knows all about the fundamental principles of 
life insurance and will appreciate your system 
at the outset. If you 
can make him lead off vou have secured half 
Lead him while he thinks 
Compliment his sagacity. 
keep him busy investigat- 


Let him ask questions. 


a success already. 
he is leading you. 
Excite his curiosity, 
ing, or else talking. 

Avoid figures if possible, few men like them, 
they confuse. A call for them is often a 
motion to reconsider or worse, still, to adjourn. 
Most successful agents figure very little, and 
never except when called upon to do so. 

Every company offers peculiar advantages 
which may be presented attractively. 

Life insurance is You should 
present it as business and talk business from 
the start. Be brief and explicit. Make your 
points and stick to them. Let every word tell. 
Words tell in proportion to their fitness to the 
Don’t waste time in glittering 
eeneralities. A busy man has neither time nor 
inclination to listen to platitudes. “What thou 
doest do quickly.” Make your business pro- 
posal at once. Have it in writing for con- 
venient reference and to obviate tedious repeti- 
tion. Make it terse and to the point. Ten 
thousand dollars insurance for so many dollars 
and cents. Your proposal if not an ordinary 
one will be likely to attract attention—and that 

It provides your opportu- 
You never have another of 
Your 


business. 


points made. 


is what you want. 
nitv; improve it. 
better one, and write him if you can. 
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hlack and white proposition may provoke in- 
This is better still; 
Answer every question fully, clearly, 


quiry. inquiry betrays 
interest. 
quickly and be sure to stick closely to facts. 
The plain truth is better in every case than 
the most plausible misrepresentation, show him 
that money will not purchase a hetter adapta- 
tion to his real needs than is found in the plans 
of your company. 

The agent should be master of his business, 
he sure of his facts. Guesswork leads to false- 
hood. The good agent must be posted on the 
yarious questions of cost of business, restric- 
tions on policyholders, reliability of valuations, 
proportion of reserves, and all the other mat- 
ters which it is so easy for an unscrupulous 
agent to misrepresent, and so difficult for an 
inexperienced agent to explain. He must be 
prepared not only to say that his company is 
safe and profitable, but to prove it to be so. 
He should speak well of his competitors, un- 
less he knows them to be unworthy, and then 
he able to prove his assertions in regard to 
them. There are good points in all companies, 
and it is better to be insured in any one than 
in none at all. Attacks upon weak companies 
are dangerous and injurious to all, by creating 
a suspicion as to the solvency of every com- 
pany. 

An agent should not only be well grounded 
in the theory and practice of his calling, but 
should keep step with its progress and develop- 
ment as chronicled in the insurance 
Although he knew it all yesterday, he will 
know little of value to-day unless he regularly 
reads the insurance journals. 

An agent’s efforts should be strictly confined 
He should thoroughly 


press. 


to his own territory. 
familarize himself with every part of it, and so 
arrange that every part will be industriously 
and systematically canvassed at brief intervals, 
there is a 
man with an income who is uninsured, he is a 


remembering that wherever well 
monument to the negligence or incapacity of 
the solicitor. 

Dr. Samuel Johnson says, ‘T 
day as lost in which I did not make a new 
acquaintance.” The agent should be continu- 
ally seeking new friends. THis success depends 
to a large extent upon his constantly meeting 
new men, and the tact he possesses in making 
a favorable impression at the start. First im- 
A good face and a fine 
coat help in making a good impression, and 


look upon a 


pressions are strong. 


an agent’s manner and appearance, as well as 
his skill and energy, help in securing business. 
A good manner is the best letter of recom- 
mendation, and strangers are favorably or un- 
favorably impressed according to an agent’s 
hearing—as he is polite or awkward, shy or 
self-possessed. 

Personal acquaintance with men is the agent’s 
great stock in trade. By every suitable means 
this should be extended. If he is 
business in a city or village where he is not 
generally acquainted, it will be well to turn to 
the banks. public societies, companies and asso- 
ciations of various kinds, as found advertised 
or registered in the fly-leaves of the directory, 
and thus ascertain the leading men of the place; 


starting 
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make out a list of those he does not know, 
and seek means and opportunities of favorable 
introduction to them. In many cases, the con 
sulting physician will give the agent a list of 
his patrons, and his card as an introduction. It 
is a great point gained if the doctor be thus en- 
listed. Never neglect an opportunity to make 
a new acquaintance, even if you have no time 
at the moment to speak to him of insurance. 
You will derive more or less advantage from 
every acquaintance sooner or later. 

Do not ask a man what he thinks of insur- 
ance, or what he wants; tell him that, and let 
your words appeal directly to his common 
sense. You will encounter men who are con- 
vinced, but who never can decide to insure. 
They are all but ready to act, but unless you 
assist them they never desire you to write the 
application. In such cases get out your appli- 
cation and stylographic pen, and the man will 
generally allow you to decide for him that 
which he would otherwise delay for months 
or years. Be cautious, however, not to antago- 
nize him; for if a man conceives an aversion 
to an agent, no company can present sufficient 
attractions and no business advantages large 
enough to counterbalance his dislike. 

Seek the very best risks in your community, 
and do not ask the company to insure any but 
health and 


unquestionable good 


If you have the slightest doubt 


persons of 
family history. 





concerning an applicant's eligibility, consult 
the home office, by making a full statement of 
the facts, before putting the company to the 
expense of a medical examination. 

Do not urge applicants to take more insur- 


ance than their income will warrant. 


INDUSTRY 

The first and indispensable requisite to suc- 
cess in any business is industry. 

The best fruit comes to him who climbs, 
rather than to him who shakes the tree; the man 
who lies at ease basking in the sunshine and 
waiting for ripe plums to fall into his mouth, 
is likely to go hungry. Labor is the genius 
that changes the world from ugliness to beauty. 
When a lady once asked Turner, the celebrated 
English painter, what his secret was, he re- 


plied: “ I have no secret, madam, but hard 
work.” This is a secret that many have never 
learned. 


In no occupation is the temptation to fritter 
away valuable time so great as in that of the 
life insurance agent. There is no way, how- 
ever, of getting on well in a life agency, short 
of absolute hard work, and the devotion of 
time to it. It is eminently true in life insur- 
ance that “the hand of the diligent maketh 
while “idleness clotheth a man in rags.” 
Applicants must be sought. Men must be 
Rebuffs must be expected at almost 


rich; 


convinced. 











in handling mortgage loans. 
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Modern Methods 
and Your Mortgage Loans 


Present day business practice demands your use of every 
modern device for saving time or money. 
ance companies are using our service to eliminate high costs 


Re-examination of abstracts and other expensive investiga- 
tions are dispensable if you use our 


National Title Insurance Policies 
on Farm Mortgage Loans. 


We insure titles anywhere in the United States. 
Ask for our special booklet T. S. 


NEW YORK 
TITLE AND MORTGAGE 
COMPANY 


ee 135 Broadway, New York 
Capital, Surplus and Undivided Profits more than 


American Trust Company 


Leading insur- 


$8,000,000.00 


Affiliated with the 
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COMPLETE SET NOW AVAILABLE 


[Illinois Standard ‘Tables 


NET PREMIUMS, TERMINAL RESERVES, 
MEAN RESERVES, AND COST OF INSURANCE 


Modified Preliminary Term, Illinois Standard 
American Experience Three and 


One-Half Per Cent 


TABLES FOR: 

Life and Limited-Payment Life, Eleven Plans 
Endowments for Stated Periods, Seven Plans 
Limited-Payment Endowments for Periods, Fifteen Plans 
Endowments at Stated Ages, Six Plans 
Limited-Payment Endowments at Ages, Eighteen Plans 


IN THREE VOLUMES 
EACH VOLUME COMPLETE IN ITSELF 


Volume I. Net Premiums and Terminal Reserves. 
Volume II. Mean Reserves. 
Volume III. Cost of Insurance. 
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every corner, which it will require nerve to 
meet and strength to overcome. The most 
sanguine expectation will often be dashed to 
the ground. The application, like the fruit in 
the fable, will appear to be within easy reach 
only to be swept away just as the hand is reach- 
ing out to take it. Hopeful cases will daily 
become hopeless, and disappointments will be 
numerous. Unless resolute and persistent. the 
agent will not escape paralyzing discouragement : 
therefore, the temptation to be idle will he con- 
stant, but must be overcome, or little success 
will be gained. Honest, earnest, intelligent, 
well-directed labor is the key which opens the 
door of success to the life insurance solicitor. 

You should study the undercurrents influenc- 
ing the social and business life of the commu- 
nity in which you live, make yourself an active 
participant therein, and develop those qualities 
of head and heart which command respect. 

You should connect yourself with as many 
of the various social and benevolent organiza- 
tions of your community as possible; but avoid 
creating antagonisms therein; let some one else 
fll the official positions. 

[The foregoing are extracts from the book ‘The 
Art of Canvassing,”’ by William Miller, published by 
The Spectator Company. The book is an_ excellent 
one for study by industrial life insurance 
Copyrighted. ] 


Agents of Detroit Life Meet 
The Flint and Lansing (Michigan) 
of the Detroit Life Insurance Company held 
a meeting last week followed by a banquet in 


agents 


the evening. The affair was held at the Hotel 


Kerns, Lansing. 
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JOHN HANCOCK NEWS 


Leaders in the Field for First Nine 
Months 








LUNCH FOR LIFE UNDERWRITERS 





Many Changes Among Assistants and 
Agents During Past Month 
The for the first months of 


the year in the various classes of business are 


leaders nine 


Assistant superintendents leading, 
Nushzno_ of 


as follows: 


on weekly premium increase: 


Brooklyn, on gross ordinary issues; Stolzman 
of Long Island City, on gross A. F. issues; 
Volpe of Trenton. Agents leading, on weekly 
Vogel of St. Louis, on 
Jehle of Detroit, on 
Medas of Cleveland. De- 
superintendents. leading, on 
Airpin of Webster, 


premium increase: 
gross ordinary issues; 
gross A. -F. issues; 
tached assistant 
weekly premium increase: 
on gross ordinary, and A. I’. issues, Knebel of 
New Britain. Vogel of St. Louis 
wrested _ first from Agent Szetela of 
Holyoke, who led for the first eight months, 
and this change was the only one which took 


place during the addition of another month to 


Agent 


place 


the men’s records. 
Superintendent William Shaw of the Spring- 
field with a 


handsome traveling bag by his assistants in 


district was recently presented 
view of his completion of twenty years of ser- 
vice with the company. 

An additional detached district of the Man- 
chester agency has been established at Ports- 





mouth, N. H. The office of the company is in 
the New Hampshire National Bank Building 
and Assistant Superintendent P. F. Terry, one 
of the first assistants in the Manchester agency, 
will be in charge. 

Agent A. J. Jehle of Detroit and Agent 
Nathan Langberg of New York have qualified 
for membership in the $150,000 class. Both are 
members of the weekly premium organization. 
Agent Jehle is credited with nearly $200,000. 
Agent Langberg is noted for his unfailing co- 
operation with his brother agents and fre- 
quently has been known to work sixteen hours 
a day. 

The following agents have been promoted 
to the positions of assistant superintendents in 
the districts of their service: Walter J. 
Milostan, Utica; Edward Brossard, Cincinnati; 
Bernard Courtney, Philadelphia; Harry Apple- 
gate, Philadelphia; Malcom W. Houghton, Cin- 


cinnati; William F. O’Connor, Hartford; 
Joseph Weinblatt, Philadelphia; John B. 
Malley, Holyoke (Greenfield department) ; 


Willard B. Cincinnati; Edward A. 
Spupny, Detroit; William P. Beatty, Auburn 
(Geneva department); Henry G. Becker, St. 
Paul; Charles Angione, New York; J. Wads- 
worth Patton, New York; Robert S. Johnston, 
Dayton, and Canis V. Cerrata, Yonkers (Mt. 
Vernon detached). 


Havlin, 


The following members of the field force 
promoted transferred as in- 
dicated: Tobias Anzuoni, from agent at 
Malden to Meriden; Arthur 


Simoneau, from agent at Lawrence to assist- 


have been and 


assistant at 








THE ART OF CANVASSING 


HOW TO SELL INSURANCE 
BY THE LATE WILLIAM MILLER 


Formerly superintendent of agencies of a large life insurance company 


This is one of the most instructive little works for canvas- | 
sers in the life insurance field, and it has proved its worth 
by passing through nine large editions. 
eighth edition of this book has been issued by The Spectator 
Company, and its lessons are just as valuable to-day as when 
first penned. ‘Thousands of agents throughout the country 
have learned their first steps in life insurance canvassing 
through the medium of this book, and what it has done for 


them it willdo for others. 


The major portion of this book consists of suggestions as 
to the best methods of success in writing business; what | 
occasions should be sought and what avoided for a presen- | 
tation of the subject of insurance; what to do and how to | 
do it; in short, how to get at a manand secure his application. | 
The book is written in a plain, straightforward manner, 
free from technicalities, and is valuable alike to the raw 


recruit and the veteran. 


The Eighth Edition of THE ART OF CANVASSING is 
most handsomely printed and bound in red flexible binding, 
the size being convenient for the pocket. 


Prices: 
Single Copies - - - - - 
25 ses 6 = 


100 co es es ew we = 


THE SPECTATOR COMPANY 


CHicaco OFFice 
(INSURANCE EXCHANGE 


- $2.00 
- 45.00 
- 85.00 
- 160.00 











A reprint of the 


CHICAGO OFFICE 
INSURANCE EXCHANGE 
135 WILLIAM STREET 
NEW YORK 








A Thousand and Qne Hints 


TO AGENTS OF 
INDUSTRIAL LIFE INSURANCE COMPANIES 


This work, prepared by a manager of wide 
activities in the industrial field, shows through 
a series of conversational talks how an agent 
should start his canvass, keep up collections 
and overcome objections to a proposition for 
industrial life insurance. 


Price per copy, cloth bound, $1.00 


Special prices quoted on large quantities. 


THE SPECTATOR COMPANY 


By 
W. Meador 


135 WILLIAM STREET 
NEW YORK 

















3arnett I.evin, from agent 


ant at Manchester; 
at Brooklyn to assistant at Jersey City; Homer 
W. Calvin, from agent at Detroit I to assistant 
at Detroit III; Vincent J. Mastroddi, from 
agent at Hartford to assistant at Stamford 
(White Plains detached). 

The following assistant superintendents have 
been transferred as indicated: Clem Albers, 
from Cincinnati to McKeesport; Carl A. Klein, 
from Meriden to Detroit; Edward F. Nowalk, 
from Detroit to Cleveland; James A. McGrain, 
from Auburn to Glens Falls; William E. Cleve- 
land from Stamford to Newark, N. J., and 
Thomas F. Fitzgerald, from Holyoke to North 
Adams. 

President Walton J. Crocker invited about 
seventy-five members of the Boston Life Un- 
derwriters Association to luncheon recently for 
the purpose of discussing plans whereby Boston 
life insurance men may become more active in 
the Boston Chamber of Commerce. : This idea 
was fathered by Howard Coonley, president of 
the chamber. The matter was finally turned 
over to a committee who will report shortly. 


Acacia’s Home Office School 

The Acacia Mutual Life Association, with 
home office in Washington, D. C., has estab- 
lished a course in life insurance for its home 
office employees. This course, which has been 
established by the Y. M. C. A. of Washington, 
D. C., through the efforts of J. P. Yort, actu- 
ary of the Acacia, is thought to be the first of 
its kind in the country. 
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PRUDENTIAL NOTES 


Changes of Interest in the Field 





NEW MEMBERS OF OLD GUARD 


W. J. Young Gets Superintendency at 
Regina, Sask. 

It is of interest to note that Agent Joseph 
Fischer of the Chicago Number 4, Illinois dis- 
trict, recently entered Class “D” Prudential 
Old Guard Membership. When he started with 
the company, he began as an agent in the Chi- 
cago Number 1, Illinois district, from which 
position he was promoted to that of assistant 
superintendent in the Chicago Number 7 dis- 
trict for July 16, 1906. Later, on September 10, 
1906, he took an agency in the Chicago Number 
6 district, in which district he was made assist- 
ant superintendent November 26, 1906. On July 
6, 1908, he was assigned to a debit in the Chi- 
cago Number 2 district and for date of Jan- 
uary 19, 1914, where he has since been located. 

William J. Young, who was appointed super- 
intendent at Regina, Sask., effective October 15, 
1923. has had a successful career in the West. 
On January 31, 1916, he started as an agent in 
Winnipeg and quickly won recognition, which 
resulted in promotion to an assistancy on May 
14, 1917. As an assistant superintendent he re- 
mained continuously in Winnipeg under super- 
intendents Walter Hammond and A. R. Traynor 
until his recent removal to larger possibilities. 

Considerable progress is being made by Agent 








Thursday 


Ernest Lindquist of the Los Angeles Number 
1, California district. Mr. Lindquist leq the 
entire field in industrial increase in 1922, “a 
is evidently out to duplicate that performanee 
this year. He is now leading Division “Q” and 
at the same time is maintaining an excellent 
account condition. 

\gent Edwards of Los Angeles Number ; 
California district, is making rapid Strides in 
connection with ordinary this year and now 
occupies second place in his division. 

James C. Painter, agent of Charleston, \. 
Va., district, led the entire Division “ny 
agency staff in ordinary net issue for the nine 
months of this year. 

I. Gartield Perkins, assistant superintenden: 
of Wheeling, W. Va., district, who led the 
assistancy. force of Division “N” in ordinary 
production for the nine months of 1923, reports 
considerable progress at his end of the business 
and his brother assistant, John R. McMechan 
of Wheeling is also proving a good runner up. 

Agent George W. Cross of Nashville, Tenn, 
has specialized in account condition to such an 
extent that he is present leader in that line on 
Division: “SN,” 

Agent Folwell B. Porter of the same dis. 
trict is second best man, while Agent Harvey 
M. Knatz of Cumberland, Md., district is third 
best man. 

On Monday, September 24, a business mect- 


ing of the superintendents and agency organ- | 


izers was held at Milwaukee, of the territory 
comprising Division ‘‘P.” 








THE GLOBE MUTUAL LIFE | | 
INSURANCE COMPANY |_ 


HARPER’S LIFE INSURANCE LIBRARY 


Analyzing Life Situations 
for Insurance Needs 


NOW READY 











OF CHICAGO 








PROGRESS OF THE GLOBE 
ist SIX MONTHS 1923 
Over Same Period of Last Year 


GAIN IN INSURANCE IN FORCE........ 71 PER CENT 
CoAT fe OS EE ASS) Es, Sa a me 43 PER CENT 
GAIN IN ANGERESTE ooo s oa esis soe 25 PER CENT 


CRIT EN INICOIIES «os since ose ee wis oslo ae 24 PER CENT 


Average Gain In All Items 41 Percent 


ALL THESE ITEMS AND AVERAGE OF ITEMS ARE 
VERY MUCH HIGHER THAN THE AVERAGE GAIN 
OF ALL LIFE INSURANCE COMPANIES IN THE 
UNITED STATES COMBINED, according to the last 


report published. 
T. F. BARRY, President. 











By Griffin M. Lovelace 
Director, Life Insurance Training Course 
New York University 
Price, $2.40 Delivered 


The Psychology of 


Selling Life Insurance 
By Dr. E. K. Strong, Jr. 


School of Life Insurance Salesmanship 
Carnegie Institute of Technology 
PRICE, $4.25 Delivered 


Selling Life Insurance 
By Dr. John A. Stevenson 


Second Vice-President, Equitable Life Assurance Society 
Formerly Director 
School of Life Insurance Salesmanship 
PRICE, $3.75 Delivered 


Meeting Objections 


By Dr. John A. Stevenson 
PRICE, $1.60 Delivered 


House of Protection 
By Griffin M. Lovelace 
PRICE, $1.60 Delivered 
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CHICAGO NEW YORK 
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Miscellaneous Insurance 
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MARINE INSURANCE 

Statements made by brokers for shipown- 
ers in an application for a valued policy of 
insurance that she was employed on a prof- 
itable charter which was about to be re- 
newed for a second year, and further state- 
ments that she was earning 6 per cent on 
an investment of $500,000, held to be mate- 
tially false representations, which avoided 
the policy, where it was shown that the ves- 
sel was operated at a loss for the year past. 
The fact that the false representations were 
made by brokers acting for the owners, or 
the fact that the owners may not actually 
have known the representations to have 
been false, does not change their effect in 
avoiding the policy, since the statements 
were of matters which the owners should 
have known. 

The brokers for the owners applied for in- 
surance on the “Bella” from February 1, 1922, 
to February 1, 1923, on an agreed valuation of 
$286,000. When the brokers 2pplied for the 
insurance, they stated in their letter as follows: 

“The vessel is engaged on a profitable charter 
in the fruit trade between the West Indies and 
the United States ports, principally Baltimore, 
and arrangements are already in progress for 
the renewal of the charter for another year.” 

The American marine insurance syndicate 
was surprised by the amount of insurance re- 
quested, the value of the vessel being about 
$65,000. The underwriters therefore asked 
why so much insurance was requested. Con- 
versation took place on December 27, 1921, 
between the agent of the underwriter and the 
agent of the owner, who stated that the ves- 
sel was earning an income of approximately 
6 per cent on an investment of $500,000, or a 
of $30,000 a The estimate 
could be on the year 1921, during 
which the vessel was being operated. Accord- 
ingly the defendant accepted the risk and issued 
the policy. On June 16, 1921, the vessel sank, 
the evidence being conflicting as to the cause 
the defendant claiming that the 
only reasonable explanation was that the ship 
was scuttled, in order to collect the insurance. 
clearly established that the 
the vessel could have 
earned during 1921 under its charter was a 
total of $154,000; as it appeared that there 
were disbursements of $130,668.25, this left a 
net sum of $22,334.75 for the year’s operation. 
It appeared, however, that the plaintiff was in 
debt to the extent of $20,000 for repairs begun 
about December 20, 1921, and made necessary 
by operation of the vessel in 1921, and that 
they were obliged to deduct from the charter 
hire the additional sum of $4400 for periods 
When the vessel was laid up. This amount, 
Or approximately $24,000, wipes out entirely 


net income year. 


based only 


of sinking, 


The evidence 
only amounts which 


the difference between receipts and disburse- 
ments, 


and leaves a net loss. The vessel, 








therefore, instead of earning a profit, was op- 


erating at a loss. 
that the court 


into consideration the 
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bill of $20,000, 


nor the 


Plaintiff's 
repair 
1921, 
allowance for the 
for the off-hire of $4400 while the 
vessel was laid up, since the amount of these 
known at the 
This argument 
The owners if they had cared 


incurred in December, 


made necessary 
charterer 
expenses was not defininetely 
time the policy was issued. 


is not sound. 


to look into the matter could have ascertained 
that the vessel had lost money during 1921. 
They knew or could have known that the 


statements which had been made on their be- 
half to the insurance company were false. 

It is the plaintiff that the 
brokers went further than they were authorized 
statements. This is not mate- 
brokers represented the owners, 


also urged by 
in making these 
for the 
and the owners were responsible for any state- 


rial, 


ments which the brokers made when this policy 
was issued. 

As the representations made were not true, 
the underwriters are undertaking something in 
addition to the risk contemplated in the policy. 
They not the loss of the vessel 
for the causes named in the policy, but the ad- 
ditional risk that she might be destroyed, in 
order to collect the insurance. 

Because of the foregoing, the judge directed 
the jury to bring in a verdict for the de- 
fendant, on the ground that the policy was 
avoided by false representations. 

Bella S. S. Co. vs. Insurance Co. 
America (District Court, Maryland), 
902. 


risked only 


of North 
290 Fed- 


eral Reporter, 


AUTOMOBILE FIRE 

Additional concurrent insurance to avoid 
a policy must be valid and enforceable. 
Burden of establishing fact of concurrent in- 
surance is upon the defendant. The seller 
of an automobile under a conditional sales 
contract authorizing the seller “to place, 
continue and renew insurance for the buyer 
as the seller so elects” does not create the 
relation of principal and agent between the 
buyer and the seller, so as to charge the 
buyer with notice of additional insurance 
taken out by an assignee of the seller. If 
the other policy merely covers the separate 
insurable interest of the mortgagee, there 
would be no violation of the policy provision, 
which makes additional insurance a ground 
of forfeiture. To avoid a policy for false 
swearing in the proof of loss, the false state- 
ment must have been intentionally and will- 
fully made. 

Action was brought on a policy insuring a 
Nash truck against damage by fire, for a 
period of one year. Defendant appeals from 
a indgment for plaintiff for the full amount of 
Recovery was opposed by the de- 
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the policy. 


By ALL a) Ge ws the pa ve Bar ee ae 


(1) the insured had 
insurance on the property 
(2) the 
prior to the fire incumbered the 
with sales contract or 
(3) had assigned the policy; 
(4) the insured had made false statements in 
his proof of loss. 

The facts follow: The plaintiff bought a 
Nash truck from the Supply Company of 
Greenwich, S. C., for which he promised to 
psy $2950, paying $950 on the purchase price 
and giving his note carrying interest at 8 per 
per secured by 
a mortgage on the truck. After the transac- 
tion, tne plaintiff at request of the Supply Com- 
pany executed and delivered to it an agree- 
ment, “conditional sales agree- 
ment” providing for payment in twelve monthly 
instalments in lieu of the note and mortgage. 
The plaintiff several times asked that his note 
and mortgage be returned but he was put off 
with various excuses. The Supply Company, 
meanwhile, assigned its interest in the Condi- 
Sales Agreement to the Commercial 
Company. At time of purchase of 
truck, the plaintiff had authorized the Supply 
Company to take out insurance on the truck 
in the amount of $2450 and had paid it the 
amount of the premium. Accordingly, at re- 
quest of the Supply Company, the policy in 
suit was issued by the insurer to the plaintiff, 
payable to the Supply Company as its inter- 
est might appear. 

Tt appeared that the Commercial Credit Com- 
pizy under a master policy in the World 
Auxiliary Insurance Corporation had obtained 
insurance on the same Nash truck against loss 
or damage by fire, with loss payable “to Com- 
mercial Credit Company of Baltimore, Md., 
and others as interest may appear for the ac- 
count of all concerned.” The Conditional 
Agreement given by the plaintiff to the 
Supply Company and assigned by it to the 
Commerciai Credit Company contained the 
following provision: “Buyer (De Shields) 
* % * * agrees to keep. the car insured 
against loss by fire and theft with insurance 
company acceptable to seller (the Supply Com- 
pany) for not less than the amount owing, 
and until fully paid, and payable to, and to 
protect the interest of the seller, and the 
seller may place, continue and renew said in- 
surance for the buyer, at the buyer’s expense, 
if the seller so elects.” 

Defendant’s contention was that as the truck 
was covered by a second policy of insurance, 
the policy in suit was void under the policy 
provision reading as follows: 

“No recovery shall be had under this policy, 
if at the time the loss occurs there be any 
other insurance covering such loss which would 
attach if this insurance had not been effected.” 

(Continued on page 33) 
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MEN 
WHO 
THINK 


they are built for speed and endurance 
and can qualify for general or state agency 
work, will find it to their advantage to 


communicate with 


THE LIBERTY LIFE 
INSURANCE COMPANY 
Liberty Life Building, 


Topeka, Kansas. 





Home Office Building 


Jefferson Standard 
LIFE INSURANCE Co. 
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Greensboro, North Carolina 





























A Good Book 
tor Life Men-- 


“T ife Insurance and How to Sell It” 
Price, $1.00, Postpaid 





ABSORBING AND INTERESTING, 

containing life insurance salesmanship 
—methods, plans, and suggestions from the 
must successful salesmen. You will find this 
compilation of experience of star producers a 
constructive help in selling more life in- 
surance. 


1923 Supplement 


Insurance Lows al New York 


At its 1923 session, the Legislature of New York enacted 29 
laws, affecting 59 sections, the changes in 1923 being about four 
times as many as usual. Owing to this situation, the compiler 
of the Insurance Law of New York, Amasa J. Parker, Jr., 
decided to publish a supplement to the last complete edition. 
This 1923 Supplement has been issued and contains 98 pages. 


The 1923 Supplement embraces reprints of sections amended, 
new matter being printed in italics and matter omitted being 
shown in brackets. 


There are also copious notes after each section, showing the 
purpose of the amendments. 


Price, in cloth binding, $2.50 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
IN8S''RANCE EXCHANGE NEW YORK 























THE INSURANCE FIELD COMPANY 
Incorporated 
P. O. Box 617, Louisville, Ky. 


Find enclosed check for $.......... for which send to my 
address one copy of Life Insurance and How to Sell It. 
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THE PRINCIPLES OF 
SURETY UNDERWRITING 


Third Edition . 


An Instructive Work for Surety Managers and Underwriters 
CHAPTER HEADINGS 

FIDELITY BONDS—Public Official Bonds—Court Bonds 
(including executors, administrators, guardians, trustees, re- 
ceivers, assignees), Court Bonds (including all required to be 
filed in course of judcial proceedings)—Contract Bonds— 
Depository Bonds—Bonds of Indemnity on account of fost 
instruments—Bonds on Assignment of Accounts Receivable— 
Qualifying Bonds for Insurance Companies—Miscellaneous 
Credit Guarantees—Internal Revenue Bonds—Custom House 
Bonds—Indemnity Bonds in favor of a Surety Company. 


Bound in Buckram Price $3.50 


THE SPECTATOR COMPANY 


CHICAGO OFFICE: Selling Agents 135 William Street 
Insurance Exchange NEW YORK 
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Fire Insurance 








Fire Insurance Premiums in New York City 


NAME OF COMPANY 


National, Hartford..........-.-- 
Orient, Hartford ee rateraetc ales erac hearer 
Phoenix, Hartford... ...--..---+ 
Security, New Haven Meee Pree 
Standard, Hartford... .........- 


DistRIcT oF COLUMBIA 
Firemens, Washington........... 
PotoMac....-- see eecererccccece 


GEORGIA 
Georgia Home, Columbus........ 


ILLINOIS 

Chicago F. and M., Chicago...... 
Great Lakes Fire, Chicago 

Great Western Underw., Chicago. 
Millers Mutual, Alton..... ...... 
Mill Owners Mutual, Chicago..... 
Marquette National, ee acista 
Millers National, Chicago nae 
Protection Mutual, Chicago. Sclgnane 
Retired companies...........-+++ 


INDIANA 
Grain Dealers National Mutual.... 
Indiana Lumbermen’s Mutual. 
Sterling, Indian apolis ane ere 
Retired companies.........-.-+++ 


Iowa 

Dubuque F. and M..... 

Farmers, Cedar Rapids... ie 
Hawkeye Sec. Fire, Des Moines... 
Mill Owners Mutual............- 
National Reserve...... 

North American Nat'l, Des “Moines 
Retired companies............++- 


KENTUCKY 
Retired company..........eeee0- 


LOUISIANA 
La Salle Fire. : eee ee 
Mechanics and Trz ider rs. ves 


MARYLAND 
Baltimore American. .........+++ 
Baltimore Mutual....-. ...esere 
AMEN NLE a 64 Hoa i weiner nwa wanes 
Peoples Fire Sear has Sour rin eae oe 


MASSACHUSETTS 

Berkshire Mutual, Pittsfield...... 
Diet EOE > a ss xcs eee ee nes 
Employers Fire.......... ree 
Fitchburg Mutuz ul, F itchburg . Reto Sard 
Holyoke “Mutu: il, Salem. a 
Lumber Mutual, Boston..... 
Massachusetts F. and M., Boston. 
Old Colony, Boston....... Bare 
Springfield F. and: Mw... cc cee es 
United Mutual, Boston........... 
Retired company... «0.25. caves 


MICHIGAN 
Detroit F. and M., Detroit....... 
Michigan F. and M., Detroit..... 
Retired Companies... . «66 6.06.6:s:0:00 


MINNESOTA 
Minneapolis F. and M........... 
Northwestern F. and M.......... 
St. Paul F. and M., St. Paul...... 
Retired companies... ........00 


MISSOURI 
American Central, St. Louis...... 
Citizens. St. Lowis:......<..; ater 
PERE SIRE ose ores esa eure ese as 


NEW HAMPSHIRE 
Capital Concord... .c.<<:603-64 40:05 
Granite State, Portsmouth..... ; 
New Hampshire, Manchester..... 
Retired companies... ........+0.: 


NEw JERSEY 
American) Newark... «<0 sid 
Atlantic City Fire, Atlantic City. . 
Camde n 


Fede ai. ee en eee er eee 
Firemens, Newark..............% 
Newark, Newark 
New Brunswick . 
New Jersey, New: ark. . 
Standard, Trenton.... ........-. 
United Merchants, Jersey City.. 
Retired companies 


(Continued from page 7) 








Manhattan and Bronx 


1923 1922 1921 
226,417 185,973 208 ,239 
104,755 83,611 92,558 
165,702 132,150 153,169 

55,831 36,951 53,660 

20,043 19,221 20,569 

16,831 34,063 26,549 

35,098 34,693 47 995 

23,216 18,718 15,684 

13,138 SOG vie ad muces 

,192 3,789 18,492 
—aee 060CtCAa RD. 0 eee 
21,470 17,683 21,897 

(ec ere 894 

15,520 11,014 10,450 

100,591 83,170 67 ,732 
798 Re ae 1,437 

Sielece aietace 10,962 47,750 
2,234 2,349 283 
2,701 Fae 8 kx. -Kmariee 

DIG? kdecutes meeranes 

36,457 79,912 50,450 

Se. béeeseen 9 “knaeeeatas 

5,844 9,127 3,345 
8,926 13,639 4,605 
22,632 eee |. aaealtites 
6,544 5,438 3,729 
Sateen aera 13,881 25,193 
4,121 A ee ee 
73,418 73,071 63,287 
17,068 17,613 18,268 
86 248 339 
6,292 a. ere 
SR) «-bskbrace 8 8060_Bbaswiees 
3,273 3,089 2.551 
110,619 106,741 112,223 
12,207 3,216 3,518 
9,466 7,130 6,170 
Me? . “eicidieiaaa - —dtecmexe . 
2,742 2,619 2,189 

15,941 13,045 17,108 
27 365 27 383 30,481 
145,013 129,480 133,200 

1,750 1,260 1,004 
Ree Sie: esceewen 

34,757 25,505 31,007 
37,201 32,467 37 783 

: : 5,508 100,43 
21,200 7,655 6,306 

"93,621 "776,956 "81,917 
ae ne eae: 

64,087 61,857 84,293 

16,574 20,238 27,708 

6,914 Ce gasses 

34,396 37,490 42,671 

15,077 12,899 12,414 
28,661 20,655 29,040 
197,645 168,927 156,422 

, 802 3,257 
114,508 95,283 84,438 
50,722 44,701 60,903 
“104,730 °° 99,230 ~~ 106,230 
111,795 96,175 100,168 

53,488 54,580 67,877 
33,028 14,287 10,466 
37,497 wasins 27,445 

5,659 ies és 
Sucareetes. ' te cacbetawy 2.728 


Conlin on next page) 


1920 
308,495 
97,205 


178,098 


32,141 


75,766 


28,669 
29 


3,559 


143,674 


5 666 


"2.059 
27'670 
43/905 


154,066 


2,589 


49,264 
48,703 


115,663 


27370 


"142,059 
118,123 


78,999 
42,604 
19,091 


Insurance Men Meet New President of 
Journal of Commerce 

Rafael R. Govin, president of The Journal 
of Commerce, was the central figure at a lunch- 
con given in his honor last week by Sumner 
Bailard, president of the International Insur- 
ance Company, and United States manager of 
prominent foreign insurance organizations. 

‘The guests present included the Hon. Bain- 
bridge Colby, ex-Secretary of State: Hon. 
Irancis R. Stoddard, Superintendent of Insur- 
ance; Manager Charles Hendry of the home 
office of the London and Lancashire Insurance 
Company of London; Charles G. Smith, presi- 
dent of the Great American; Whitney Palache, 
manager of the Commercial Union; M. J. 
Averbeck, chairman of the National Liberty; 
Ernesto de Zaldo, president of the Metropolitan 
National of Havana; Norman T. Robertson, 
president of the Continental; Archibald G. 
McIlwaine, United States manager of the Lon- 
don and Lancashire; Clarence A. Ludlum, vice- 
president of the Home; Neal Bassett, president 
of the Firemens of Newark; Nevett S. Bartow, 
president of the Queen; Walter Carter, gen- 
eral attorney, and Frederick B. Kellam, man- 
ager of the Royal; E. G. Pieper and John F. 
Huntsman, Jr., of Starkweather & Shepley; 
David Rumsey; R. Emory Warfield, president 
of the Hanover Fire; William Hare, manager 
of the Consolidated Assurance of London; C 
Weston Bailey, president of the American of 
Newark: William B. Joyce, chairman, and E. 
A. St. John, president of the National Surety; 
Howard P. Moore, manager of the American 
Foreign Insurance Association; James B. 
Clews, of Henry Clews & Co.; Henry W. 
Lowe, of Johnson & Higgins; Charles S. 
Conklin; Edward E. Hall; Alfred G. Martin, 
manager of the Northern Assurance; Hartwell 
Cabell; Clarence C. Fowler, Deputy Superin- 
tendent of Insurance; Hon. William J. Tully, 
general solicitor of the Metropolitan Life: F. 
Kortenbeutel and Daniel F. Gordon. Alfred 
W. Dodsworth, treasurer; Dr. H. Parker 
Willis, editor; Mason Peters, business man- 
ager, William S. Crawford, insurance editor, 
and Hermann G. Leonard, all of the Journal 
of Commerce, were also present. 

The Insurance Year Books, 1923 
lenry D. Appleton, deputy Superintendent 
of Insurance of New York State, comments as 
follows upon the three volumes of the In- 
surance Year Book for 1923: 

The Insurance Year Book is of great as- 
sistance here. We frequently have occasion 
to refer to it. Printing this annual encyclo- 
pedia of insurance in three volumes rathe 
than two, as heretofore, seems to me to be a 
decided improvement. The Spectator Company 
has every reason to be proud of its year books. 
Frequently we are called upon for data which 
is obtainable therefrom, and very often refer 
our correspondents to your publications. 








J. HARRIS LENKER, Presiden 


Has paid losses for 
over 50 years 


City Insurance Company of Pennsylvania 
SUNBURY, PENNA. 


Organized 1870 
Cash Capital $600,000 


A strong, conservative Company, noted for 
fair and prompt adjustment of losses 


A. F. O’DANIEL, Secretary and Underwriting Manager. 











25 








THE SPECTATOR 





Thursday 











NEW LINCOLN NATIONAL LIFE 
HOME DEDICATED 


Postmaster General Harry S. New delivered the prin= 
cipal address at the dedication program for the new 
Home Office building of The Lincoln National Life In= 
surance Company on November 7th. 


The large four story structure is occupied exclusively 
by The Lincoln National Life. 


Every detail in the construction of the magnificent new 
home of The Lincoln National Life has been arranged 
with the purpose of aligning its service effort. All The 
Lincoln National Life plans for the future are along the 
line of strengthening that service. 


You gain the advantage of this farsighted planning 
when you 


(Cink uP()wire Tue ())LINCOLN) 











The Lincoln National Life 


Insurance Co. 
“Its Name Indicates Its Character’’ 


Lincoln Life Building, FORT WAYNE, IND. 


Now More Than $285,000,000 in Force 

















THE EXPERIENCE GRADING 
AND RATING SCHEDULE 


By E. G. RICHARDS 


A practical treatise on the computing of 


FIRE INSURANCE RATES 


From Actual Experience Costs 


Because of his extensive experience in fire underwriting 
and his close study and analysis of its various phases, 
there is probably no one in the fire insurance business 
better qualified than Mr. Richards to furnish the 
long-sought key to the problem of fire insurance rate- 
making from actual costs. 


FIRE INSURANCE RATING 


is a most important subject and no fire underwriter 
can afford to overlook Mr. Richards’ carefully worked 
out system. 

Cloth Binding, 200 pages 


Price, postpaid, $4 


THE'SPECTATOR COMPANY 
Selling Agents 
NEW YORK 


CHICAGO 





- THE METROPOLITAN CASUALTY 


Insurance Company of New York 


FIDELITY SURETY 
BURGLARY CASUALTY 


A Pioneer in Plate Glass Insurance 


R. HOWARD BLAND, Chairman of the Board, 
EUGENE H. WINSLOW, President. 

S. WILLIAM BURTON, Vice-Pres. and Sec’y-Treas, 
ALBERT H. LAHY, Asst. Sec’y-Treas. 


Home Office 
47 CEDAR STREET, NEW YORK CITY 








es, 


THE LONDON & LANCASHIRE 
INSURANCE COMPANY, Ltd. 





_— 








hs 5 OF LONDON, ENGLAND .« 
He) ole) Fe 
LANCASHIRE \& 
INSURANCE CO. New York Department: 
LTD. 





57 and 59 William Street 


A. G. McILWAINE, Jr., Manager ‘ 
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UBLICATIONS OF C., & E. LAYTON. 


The undersigned are sole agents in the United States for the old established 
pubishing pny — = pe el nee. England, whose long list of 
publications on fire, life, marine and other. ches of insurance embrace 
valuable and standard treatises on these-subjects. 7 ae 

SEND TEN CBNT STAMP FOR CATALOGUB. 


THE SPECTATOR COMPANY 
135 WILLIAM STREET. NEW YORK 


EXCELLENT OPPORTUNITY 





for Reliable, Energetic men to represent us in the states of | 
Illinois and Missouri with direct Home Office contracts. Liberal 


policies. 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 
Clarence J. Daly, President 








GENERAL CASUALTY 
and SURETY INSURANCE 


Workmen’s Compensation, Automobile 
Health, Accident, Plate Glass, Res- 


idence, Burglary, etc. 
Fidelity and Surety Bonds. 


GENERAL CASUALTY & SURETY C0, 


ELMER H.DEARTH, President 











606 Woodward Ave., Cor. Congress Detroit, Mich. 




















GOOD AGENTS 
Wanted by 


SOUTHERN UNION 


Life Insurance Company 
of 


WACO, TEXAS 
The Conservative Texas Company 





DENVER, COLORADO | 


{ \\ 




































































_ 
o ) 
“hursday November 8, 1923 . me: 5 ne E SPEC TA’ O] , 
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NAME OF COMPANY cae tas ae Manhattan and Bronx————————_-_ — Brooklyn ——— 
— P Wiiainn aii 1923 1922 1921 1920 1923 1922 
e I AROLINA 
h b t Dixie, Greensboro 27 ,069 23,761 8,$ y 
i y ) EUMIDOES. «<2. 6 cs sceeees 27,06! 23, , onion 919 2,518 
TY T e 1 er Fire tant oe ENE 53) < waie on we 25,245 23,511 24,894 27,336 5,523 3686 
: Fh COMIPAING . 06 oc c55 sce cen pula paste SPE ; are 41,25: ashe ohardtenes 
ork Insurance Co. nto 
_ rican Druggists, Cincinnati... : 6 144 5,991 5,262 4,965 2.616 2,611 
OF ST LOUIS MO —— an National, Columbus... . 24,834 19,708 14,524 9,499 522 3,781 
- ’ x entral Manufacturers, Van Wert. 7,507 4, 220 5,067 3,897 2,943 1,893 
Industrial, Akron. 19,537 15,716 16,846 27,164 4,188 4,648 
L umbet “rmens Mutu: al, Me insfie Id. 10,8358 1 OG7 7 Se wa awteas 5,551 1,261 
( eS Re ree 491 29¢ 443 302 3e 
Reliable Davies ee rer iet es 8,250 6, He 4,947 8,082 151 or 
Retired companies...........2022 seers ; 33,224 29,174 44,424 cneeuces 9,540 
OREGON 
ease e Pacific States Fire...... ieee eee 470 2,767 252 5 
Over a million in assets and , ee 7 ™ 
PENNSYLVANIA 
: ° Allemannia, Pittsburgh.......... - 26,785 37,811 45,984 é 9: 8,847 35 
me enjoying PROSPERIT 7, Alliance, Philadelphia.... . . -> 97 134 11.731 68.146 100 505 O30 eee 
ALY, OUMDUEY << 0 ccc ssa e ee e® 2,713 2,387 1,001 13.735 3,709 
— CONFIDENCE, PRESTIGE County Fire, Philadelphia. .....-- 27,788 24,991 11,944 29/815 6.779 
~ ‘laware Underwritrs, Phila....-- | eer atacaed ade eeaiawe ae 
irmers, York.. Rd 23,963 18, 538 27,079 33,040 5,712 
{IRE and SUCCESS. All due to Fire Association, Philadelphia....- 144/804 131,626 130'075 184/672 ‘ 33°504 
td 1f h ; ee ag ‘~~ — ayy err gre 57,126 80,669 75,041 7 56,420 
= b ” slo e Fire, ittsburgh........-+:: 24,792 76 22,083 23,979 7,25 10,348 
. unselfish management; to fair Girard F. and M., Philadeiphia.. 41/614 24,716 28°684 53,246 35,742 29,750 
a mn aul ihenalte . t a ~ Mutt al, Philade Iphia “2 3,796 3.457 2,956 3,949 351 384 
in WTIit- ndependence, Philade Iphia....--- 7,004 11,994 y 27,429 411 2,602 
y _ e o. - a rad Phila...--- oe apy 488) 068 54 106.046 
’ . - 0. 0 ste Of Pa... ..-00+* 32,06 29,18¢ 4 29,197 
ing Fire, Tornado and Auto- Keystone Mutual, Philade Iphiz a. 1,259 1 Peps 7 
4 Lumbe rmens, Philadelphia.....---- 12,350 : 7,109 
Manton Mutual, Philadelphia. ere “a se fe CR “ssces eit 
: mobile Insurance. wie teen. 36,289 7 isa 
National-Ben Franklin, Pa...---- 59,856 12,763 
National Mutual, Philadelphia... - 467 3s40LUmlc “i“<z<zaé«#«#a<a+agaj—e\ i #£B9F i °+&«. BRB cavcvees 
National Union, Pittsburgh...---- 98,139 46,649 23,492 
. Pennsylvania Millers Mutual. . - 1,411 982 363 
ar Pennsylvania Lumbermens Mutue al 2,748 2,167 2,384 
Pennsylvania, Philadelphia. .----- 132,235 117,863 119. 300 27,801 
ee = tian s National, Philade Iphia. 62,900 75,046 124,000 26,123 
! eliance, Philade Iphia “(ae wim 63,005 46,071 44,418 86 966 17,607 
—— | | THE LIBERTY FIRE | Smilies $89) Rabe Thjre nao sn at 
N. Supe rior. P ittsburgh . Sa erericaes te ge eae desman 29,588 
nitec WROGMEGW «oo oc ace pe ee 485 19,134 20,001 
stabli I N S U R A N C E C O k United Firemens, Philade Iphi: Bees 30,940 57,723 84,261 
agg Victory, Philadelphia. .......- +++ 58.105 56.953 99/266 
> the most J. Cc. BARDWELL, President Retired companies... . ..--++++ aacetats 16,600 66,698 140,983 
RHODE IsiAND 
American Mutual, Providence....- 2,336 sted  pandbieele alee AIGW <cccewes 
5 nte hark as al, Providence RS Pa WR ee ee eS 4,363 is nee 
. quitable, Providence... : cee 32,840 23,246 1,349 22,567 35,338 34,530 
1W YORK Ste Maal Seecee.... 714 4°741 1'818 989 ae oe 
= | fe Mut., Provi ence.. yt eeryeeacets pale eae COUR: <sciweuns 
} Mechanics Mut., Pawtucket....--- ters ead ; aoe 3,279 Perry t 
6 ° ° ° ” Pawtucket Mutual.......----+-- 1,686 19,986 ‘1,352 4,275 153 6,359 
tates of | Superior Service Satisfies Providence Washington, Prov... .- - 136,863 116,360 106,082 158,588 20,414 32,812 
Liberal | Rhode Island, Providence. . ap 62.881 30,126 34.807 44.456 19/813 16,512 
Rhode Island Mut., Providen nce Pe 2 ecneree  Meamens Sealil tee Sed 3,083 leu ard te 
Bee) saedewnas ES aececaas 
635 oe meee 





State Mutual, Providence. . “2 2, dieveiehacmiers 
R What Cheer Mutual, Pawtuc ‘ket. 1,064 4,553 1,672 
Retired companies.....----+:+*+* 0 tttettete 1,694 1,185 
FIRE INSURANCE : Tex 
Millers \.utual, Fort iw ee 2,209 225 624 730 771 590 


21,446 dacueete 8 teoeenwea, | peanenae 


DRADO CO Retired companies... . sees oe cece 
7 e , 
VIRGIN 
eS 34: 59,091 20,589 11,027 


Sd eli 
"4 PITTSBURGH Virginia F. and M., Richmond... . 47 392 49 041 44.842 
WeEsT VIRGINIA 7 
CE Wheeling Fire, Wheeling.....---- 7,192 5,147 7,336 14,459 4G, dasetecs 
" Incorporated 1871 WISCONSIN 

bile Concordia, Milwaukee... .----+-+ 138,046 120,225 104 620 126,128 80,660 59,108 
Hardware Dealers Mut., Stevens Pt 1,621 2 1,176 1,523 1,040 
104,168 109,213 24,060 
39,298 35,186 





= A * Mil kee Mect ; , 
H. TRIMBLE, President Wastines os rm N arret f Milwaukee e 82,549 

EDWA — 
RD HEER, iti a are 76,651 80,579 92,024 118,088 2.923 24,504 




















® * British America, Toronto.... 
0 Vice-President and Secretary Western Assurance, Toronto...... 93,835 80,874 103,240 100,719 21,207 6,663 
CHINA 
: J.D. C. MILLER, Secretary Union Insurance Society......--- 85,566 44,571 55,234 65,328 21,261 12,586 
i DENMARK 
lich. Retired com 1 37,226 51,27 
*tired c PANY... <0 6ecc0e , ; ; 37,226 51,278 cSeleteeee.  eataceucan 
ial ? TOTS 
| Why not make room in your Niaiie Water 3,279 8,207 4,471 
agency for a conservatively- J a 18/280 8038 MT S07 
ie 4 Nationale, Paris.......- goer usans < ) 4.86 
managed, medium-sized Phenix, Paris..... pil dae mereae 31,075 34,399 5,767 5,804 
Americ C h ° Union, Paris.» <.i:.+.+- Ces 30,417 9'432 : 2570 3621 
ican Company whose in- Urbaine, Paris 21,910 18,612 30,940 19/896 7,376 
demnity, treatment of agents oss 
) and assur ed > will bear in- Netherlands, The ‘Hague. ee ; 49,419 26,470 34,279 110,008 12,658 7,025 
spection for half a century? JAPAN 
Fuso, Tokio.. P ta ae $921 4 ae - 7,924 452 
C tal Tokio M. and F., Tokio ais aa 48 957 63,051 91,800 30,643 23,914 
api ie 
p Cue Ces s $ 800,000 GREAT BRITAIN 148 
+ Atlas, London...... Se 140,891 113,318 82,309 93,312 63,284 32,14! 
i to Policy British General, London......- 75,954 18,688 26,914 10,164 10,010 
olde Eagle, Star & Brit. Doms., London 1 27,127 24,327 24,217 22,913 21,584 
TS....... 1,514,962 Caledonian, Edinburgh.........-- 3: 58,817 109,796 134,307 j 16,277 
Century, Edinburgh. .. ares 56,194 22,596 67, 497 7,969 
ny Assets. CAR Ce ea 3,806,949 Commercial Union, London. 362,367 245,289 513,323 ; 49,548 
Law, Union and Rock, London.. 94,303 94,374 144,003 19,970 22,079 
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The 
Greater Reward 


In celebrating its Diamond Jubilee in 
the United States, The Liverpool and 
London and Globe measures its success 
by something more than the gratifying 
increase in premium income that has 
attended its growth. The strongest 
tribute to its seventy-five years of en- 
deavor is the confidence that is reposed 
in the “L. & L. & G.” to-day by the 
homes and industries of the nation. 


No guardian of national welfare could 
ask for a greater reward. 


“HIIVERPOOL, 
wo [LONDON 
” GLOBE. 


Imsuramce Coe.r:- 




















FIRE AUTOMOBILE MARINE 


ss HAMPTON ROADS 


FIRE 4» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MorRIN, 


President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 











A GROUP OF 


Life Insurance Leaflets 


The Spectator Company offers for sale to the life 
insurance community the following attractive and 
compelling leaflets. Each one is full of emphatic 
arguments on the benefits of life insurance and makes 
direct appeal to both men and women in all walks 
in life. These leaflets are sure producers of good 
business results. 

Prices at which the leaflets can be supplied: 
Robbing Yourself. 

Showing the Advantages of Saving vs. Wasting, 
Per 1,000, $20; per 500, $12; per 100, $3. 
Take Notice. 
Emphasizing the importance of paying premiums 
promptly. 
Per 1,000, $20; per 500, $12; per 100, $3. 
The Unexpected Always Happens. 
It is like reading news from the seat of war to read 
the list of victims of sudden death and accident. 
This leaflet can be used to advantage by agents 
of both life and accident insurance companies, 
Per 1,000, $20; per 500, $12; per 100, $3. 
Are You a Woman? 
If so what do you do with your money? 
Per 1,000, $20; per 500, $12; per 100, $3. 
Too Busy. 
An effective reply to the claim often made of 
being too busy to consider life insurance. 
Per 1,000, $20; per 500, $12; per 100, $4. 
Caution to Policyholders. 
A strong and lucid argument for keeping policies 
in force. 
Per 1,000, $20; per 500, $12; per 100, $3. 
Up Against It. 
Forcibly illustrating the misfortunes of many 
former well-to-do capitalists and business men. 
Per 1,000, $10; per 500, $7; per 100, $2. 
It Helps You Along. 
A strong appeal to the uninsured and the under 
insured. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
What Holds You? 
Sets forth the advantages of life insurance agency 
work as a career for young men. 
Per 1,000, $15; per 500, $10; per 100, $2.50. 
A Legacy For You. 
Unique life insurance leaflet in which Limited 
payment endowment and income insurance are 
presented in a novel way. Fine business getter, 
Per 1,000, $20; per 500, $12; per 100, $3. 

On leaflets selling at $20 per thousand, the inscrip- 
tion of company or general agent will be printed 
without extra charge. On leaflets selling at less than 
$20 per thousand $5 extra will be charged for inscrip- 
cion. Sample copies of any or all these leaflets will 
be sent on receipt of ten cents each. 

Mail 90 cents and sample copies of the whole 
series (10 leaflets) will be sent to you. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
Insurance Exchange NEW YORK 
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SUPERINTENDENT HYDE RETALIATES 
Will Refuse to Renew Licenses of Massa- 
chusetts Companies in Missouri 
Boston, Mass., November 5.—Ben C. Hyde, 
Superintendent of Insurance of Missouri, has 
to-day notified all insurance companies domi- 
ciled in Massachusetts and operating in Mis- 
souri of his intention to refuse to renew their 
licenses at the expiration of the present license 
period. This step he takes in retaliation be- 
cause under Massachusetts statutes reciprocal 
exchanges domiciled in Missouri are denied 
admission to this commonwealth. Superin- 
tendent Hyde says that Massachusetts life 
companies have not met the requirements with 
respect to foreign companies doing business in 

Missouri. 
CoNTRARY INFORMATION FROM MISSOURI 
Sr. Lovis, Mo., November 6.—The Missouri 

Insurance Department announced to-day that 

the licenses of the Boston Insurance Company 
and the Springfield Fire and Marine Insurance 

Company have been renewed. The order, 

which became effective several days ago, was in 
compliance with a writ of mandamus granted 
by the Missouri Supreme Court ordering 

Superintendent Ben C. Hyde to restore the 

licenses. 


Hartford Advertising Men to Discuss 
Insurance 


On Tuesday evening, November 20, at the 
Hotel Bond, the Hartford Advertising Club of 
Hartford, Conn., will hold a meeting that will 
be of unusual interest to insurance executives 
and in fact to every one interested in insurance 
advertising. 

The program will be in the nature of a three- 
cornered discussion. The speakers of the even- 
ing will be Philip Burnett, president of the 
Continental Life Insurance Company of Wil 
mington, Del.; Dr. John G. Watson of the J. 
Walter Thompson Advertising Agency, and S. 
R. Latshaw, advertising manager of the But- 
terick Publishing Company of New York city. 
These three men represent the various interests 
that are called upon to take part in an insurance 
advertising campaign—the companies, the ad- 
vertising agencies and the publishers. 


—A tentative report has been issued by the Build- 
ing Code Committee of the Department of Commerce 
wall construction. The final report will 
be based on comments on the tentative report. 


on masonry 


John Hancock made the signature famous 
by signing the DECLARATION OF INDEPENDENCE 


The Signature has been made 
a Household Word by the 





LiFe INSURANCE COMPANY 
OF BOSTON. MASSACHUSETTS 


Chartered in 1862, in SIXTY-ONE YEARS it has grown to be the 
LARGEST FIDUCIARY INSTITUTION IN NEW ENGLAND 


An Endowment or Income-for-Life Policy is the Policyholder’s 
DECLARATION OF INDEPENDENCE 


NAME OF COMPANY 


Liverpool & London & Globe, Liv. 
London Assurance Corp., London.. 
London and Prov. M. & G., Lon.. 
London and Lancashire, London... 
London & Scot. Assur. Corp., Lon. 


North Brit. & Mercantile, London . 


Northern, Londo... .....ccccces 
Norwich Union, Norwich......- ; 

Palatine, London. . nai 
Phoenix, LOGGGR.... 0. vccccecccee 
Noval, Bivesnol. .o..6cce cecewes 
Royal Exchange, London......... 
Scot. Union & Nat’l, Edinburgh... 
State, LAVOE. 66s cccccesenees 
SUM ROUNN re sco cciccuseee seas 
Uso, LOGGG.... ois ceccciseced wees 
WonWahinG. MOGKe 2. cic ce heeweses 
Retired companies...... 02sec 


NEw ZEALAND 
New Zealand Fire... < kcccecsiclnes 


Norway 
Retired Company. 5.6. 6esicwsiccccs 


SWEDEN 
Sved, Gothenburg... ...6ccc vcicdes 


AUTOMOBILE PREMIUMS 
Alliance, Philadelphia............ 
Pa 
American and Foreign, New York. 
Atlantic Mutual, New York...... 
Boston, Boston........... adeas 
British and Foreign, Liverpool. ... 
Chicago F. & M., Chicago........ 
Employers Fire, Massachusetts. ... 
Federal, Jessey City... ..<-cscecce 
Indemnity Mutual, London...... 
Importers & Exporters, N. Y...... 
Ins. Co. of N. A., Philadelphia... .. 
a ee eee 
Maryland Motor Car, Baltimore... 
North China, China.......... : 
Northwestern F. & M., Minn..... 
Norwich Union, Norwich......... 
Pennsylvania, Philadelphia....... 
Reliance Marine, Liverpool....... 
Royal Exchange, London......... 
Sea. EIVCUMGOhs <5 cvs vsisaciececs 
"ROMIGs BOMIOL «ccs cece nccewes 
Universal, Newark... .o<sciccewes 
U. S. Lloyds, New York.........:.% 
Retired companies............... 


Automobile premiums...... 
Local companies........... 
Other companies.......... 


OMIM ns ra’ Sree ee ween as 






M.. J. AVERBECK, Chairman of the Board 


Head Office: 709 Sixth Avenue, New York 


Losses paid since organization over 54 millions. 
DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL 


Organized 1859 

















Varn fos 
FR AILIES 
Manhattan and Bronx Brooklyn ———— 
1923 1922 1921 1920 1923 1922 
545,826 726,721 767,114 838,500 168,704 122,632 
172,591 214,495 192,950 217,673 49,621 44,939 
45,394 50,924 (os eee 14,579 8,550 
256,334 198,182 196,902 286,952 54,219 41,968 
37 ,317 18,648 19,860 101,117 17,628 10,006 
356,011 356,506 395,182 447,335 145,520 114,890 
225,890 169,646 160,696 157,805 107,993 72,302 
145,905 144,072 122,076 120,042 41,676 30,996 
110,639 73,547 74,763 96,284 32,682 17,723 
311,811 255,922 203,940 302,807 69,854 41,030 
527,975 487 419 545,866 498,141 195,233 159,222 
87,654 83,002 85,112 99,014 24,805 17,468 
139,750 106,740 153,366 237,053 37,028 37,258 
50,203 46,416 37,059 47 ,296 22,919 8,206 
214,824 162,268 186,833 176,005 63,936 43,798 
225,040 159,021 121,694 153,588 37,114 29,295 
47 ,367 44,538 47,955 56,324 14,315 12,946 
ivnen Kes 39,363 29,151 112,321 sera ues 11,814 
29,551 28,354 31,684 43,802 4,288 6,357 
iannnde. Catenceus 50,995 75,698 wasanaawe juecaeea 
31,081 27,341 42,898 79,444 15,348 20,188 
740 2,144 3,365 4,979 330 316 
2,077 1,575 6,043 3,867 271 148 
649 478 1,143 54 56 1 
1,450 1,200 EO waedence 1,300 1,000 
804 Ce) ee Saree 3,247 1,311 
356 478 1,143 542 36 
POUR | Sekesce 8 @Geadende. “<s2esaee agpauceaal |) meee 
1,550 344 > nr ee 524 172 
10,369 11,654 23,589 SG -suseses 2,461 
10,167 2,128 2,846 1,244 1,242 ai atareee 
3,416 BG | ick | ease 536 Ree e 
3,302 I aSemadiag. . (Rada ecn eellasees F 332 
6,829 10,494 12,063 4,450 839 1,590 
1,389 598 721 i irene ite 215 399 
25 99 145 yee 81 
BA icacaleccd  Gaewsciees neue wateeu. .tecaaee cera anaes 
6  vdcsiade — ei¥ecesa® Scfawaveel (peenrege eae 
222 WA incsaivaden | aware 116 907 
84 205 490 232 5 1 
1,372 428 786 2,932 2 63 
2,275 2,202 3,836 2,389 581 1,026 
3,389 676 949 830 414 = ead 
Gree “ences al,  tnaecetet. servant 1,405’ Pree ers 
20,333 4,056 5,693 3,351 2,485 247 
Guisceeas.  adecnsacgaee 52,133 9,510 siscwcermena eae 
$78,914 $57,974 $118,852 $49 043 $13,604 $15,518 
7,258,304 6,337,493 6,266,730 8,287,398 2,142,661 1,906,083. 
11,551,856 10,142,369 10,400,393 13,737,685 4,675,212 3,483,711 
$18,889,074 $16,537,836 $16,785,975 $22,074,126 $6,831,477 $5,405,312 








C. H. COATES, Presidents € JNSURANCE ISSUED 


NATIONAL LIBERTY 


INSURANCE COMPANY OF AMERICA 


Western Dept., 207 North Michigan Blvd., Chicago 





LIBERTY AGENT THE MOST WIDELY ADVERTISED INSURANCE 





MAN IN HIS HOME TOWN. _ THINK IT OVER! 
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Tornado Windstorm 
Rent and Rental Values 





Explosion and Riot 
Use and Occupancy 
Sprinkler Leakage 
Tourist Baggage 
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NORTHERN INSURANCE Co. 


: OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


JOSEPH W. BECK, Special Agent GUSTAVUS B. HOLT, Rycsiod hat. 
56 Richton Ave.. Detroit, Mich. 72 Kilby Street, Boston, Mass 


W. &. RAY, Special Ageut 


FRANK G. DELA HUNT, 
Terre Haute, Ind. i 


_ Special Agent 
726 Racine Street, Milwaukee, Wis. 


C. C. CRANDALL, Special Agent ERIK LINDSKOG Special Agent 
Cambridge Springs, Penn. 7 W. Lake St., Minneapolis, Minn. 


RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 














ESSENTIALS OF THE FIRE INSURANCE BUSINESS 


By Edward A. Ketcham 


A 400 page book designed for the use of officials, employees 
and students of the fire insurance business. Insurance ac- 
counting, executive work, hazards, building construction and 
many other topics covered. 


Price: $4.50 Per Copy 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 


EVERY INSURANCE MAN 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster is 


ELIGIBLE 
TO THE 


lowa State” Traveling Men’s Association 


‘Oldest and Best’’ 








Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to February I, 1924, for $2.00 
Write tor Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 























UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH QILLIAM STREET 
New York 
MARINE INSURANCE AND REINSURANCE 
FIRE REINSURANCE 


THLEPHONE BROAD 4478 











(reneral ccident 


FIRE AND LIFE 


7 ASSURANCE CORPORATION, Ltd. 


— RICHA2DSON, United States Manager 


we GENERAL BUILDING - "47" & WALNUT STS. 
“STHAC PHILADELPHIA 
















ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1923 


FIREMEN'S IiiGURANCE COMPANY 


OF NEWARK 


Cash Capital, . . . . $2,250,000.00 
Net Surplus, . . . .  4,436,386.20 
Surplus to Policyholders, 6,686,386.20 
Total Assets, . . . ~. 15,690,687.21 





WESTERN DEPARTMENT 
NEAL BASSETT, Pres. & Mgr. 
WELLS — BASSETT Sec’y & 

Manager 
CHICAGO, LL. 


EASTERN DEPARTMENT 
NEAL BASSETT, President 
JOHN KAY, Vice-Pres. & Treas. 
A. H. HASSINGER, Secretary 

NEWARK, N. J 














Great American 
Insurance Company 


New Dork 


Choose Choose 
Your INCORPORATED - 1872 Your 
Company Company 


STATEMENT arg 1.1923 


$12,.500,000.00 


RESE RVE FOR ALL OTHER LIABILITIES 


19 816,417.87 


sURPLUS 


13,01 7,077. 35S 
45,333,495.22 


LOSSES PAID POLICYHOLDERS 


$143,654,333.86 


AFTER LIBERALLY PROVIDING FOR ALL RESERVES THE 
SURPLUS FOR THE PROTECTION OF POLICYHOLDERS IS 


$25,517,077.35 


Home Office, One Liberty Street 
New York City 


Western Department Pacific Department 
WALTER oF SAGE, Gen’! Mer. co H. TYSON, Gen’! Agent 
W. L. LERCH, Manager 210 Sansome Street 
76 West Desert St., Chicago, IIl. San Francisco, California 
Boston Office Marine Department 
ROGERS & HOWES, Managers WM.H.McGEE & CO.,Cen’l Agts. 
4 Liberty Square, Boston, Mass. 15 William Street, New York City 
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= WESTERN UNION LIFE 
’ 
Licensed in Connecticut, Califor- 
nia, Colorado, Indiana, Illinois, 
ti Iowa, Idaho, Kansas, Minnesota: 
M100 Missouri, Montana, Nevada, New 
oT care 
Jersey, North Dakota, Ohio, Ore- 
gon, Pennsylvania, South Dakota, 
Utah, Washington and Wyoming. 
00 > . gk TRUE UNCAPHER 
Fee § §@Vice-Pres. and Gen. Mgr. 
Le HOME OFFICE—SPOKANE, WASHINGTON 
IOWA | | 
ATR, 
es | | ————— 
| FIRE INSURANCE NOTES AND EVENTS 
NEW YORK SURVEYS it, is of course rather bad. While the record in S. Wheelock, then New England manager of 
The Insurance Society of New York.—On  * Way might be discouraging to the underwriter, — the Northern Assurance. 
Monday the 12th instant the stated lectures — it is only by having exact records like this that Boston Board Lease.—The companies’ 
of the Insurance Institute of America will com- he is enabled to underwrite on anything like a committee of the Boston Board at a special 
mence under the auspices of the Insurance So- basis that is equitable to the insured who do nt session ratified the recommendation of the 
ciety of New York. Every one interested have fires. The interesting thing in connection executive committee to become a tenant in the 
should attend to their registration before next with this summary is that of the twelve floors new insurance building. The recommendation 
o0se Monday, because it is the intention to begin 2nd basement in this building, or thirteen floors of the executive committee was that the lease 
pur the roll call record with the first session and to i” all, eight floors had a fire, three of the floors should be for fifteen years. The companies 
pany maintain it throughout. In this connection those having had two fires. committee changed this period to five years, 
who are to take the roll call are all graduates Henry Ford and Fire Waste-—One does with the privilege of renewal. The board will 
of the Institute, holding its diploma. The fea-  0t have to agree with Mr. Ford in all things, eccupy the entire fifth floor of the new building. 
ture of prizes which was introduced last year ut in the quotation helow from The Dearborn Nominations for Boston Board.—The 
has proved to be very stimulating, both to the Independent for October 27, 1923, all can nominating committee of the Boston Board 
students and to the executives, because volun- @8Tee. “Tt would pay in money if managers have named the following officers to be voted 
tary offers fer the prizes for this year have been of homes, farms, stores, railroads and factories on at the annual meeting November 13: Presi- 
made by individuals other than those who gave should give attention to order and cleanliness in dent, H. H. Whitney, Rice & Whitney; vice- 
them last year. Instead of the nine enines i their establishments. Heaps of waste material president, William Gilmour, Gilmour, Rothery 
the fire course, there will be the same number Means untidiness but it also means inefficiency. & Co.; secretary and treasurer, F. Elliot Cabot; 
in the fire course. the same number in the ‘Show me your scrap-pile and I will tell you manager, W. H. Winkley. Advisory board 
= casualty course, and probably three in the how your business is.’ One coat of rust costs (for a three-year term): James H. Carney, 
> marine course, the first one only as yet having more than a year of wear. Dirt and neglect Home Insurance Company and Fidelity Phenix. 
heen provided for in the latter course. These  @re the most deceptive forms of camouflage, Executive committee: H. J. Hallahan, A. W. 
E prizes are not awarded solely on the basis of because they conceal the exact state of the Hollis, W. F. Flanders, Arthur Hatch and R. 
5 passing examinations, but See factors ar? machine or structure. In factories, waste is S Hoffman. Brokers’ committee: W. C. Ryan, 
taken into consideration, viz.: attendance upon composed of elements of value to the business. C,H. Wilson and G. B. Holt. 
the lectures, accomplishing the required read- On farms, waste is composed of elements which Will Speak at Banquet.—The annual 
ings, passing quizzes which may be given durin, menace the business. Untidy concerns begin > — hanquet of the Boston Board will be held at 
the term, and the final examinations. * slow up, their men become slovenly, their work — the Exchange Club, November 9. Commissioner 
Fire in a Sprinklered Risk-—In a sprin- becomes uns xind, their output dwindles, their of Insurance Wesley E. Monk, President 
klered risk in New York city from 1918 up to profits disappear. System, order, tidiness are = Walton L. Crocker of the John Hancock and 
the present time there have been fourteen fires. Profitable in a score of ways.” Professor D. D. Vaughan of Boston University 
sain The building is occupied almost entirely by will be the principal speakers. 
millinery tenants. This kind of a business. BOSTON AND VICINITY ——_—————_ 
a owing to the present fashion of not having Death of G. W. Bunting.—Boston insur- Dixie Fire Wins Suit 
City stated seasons hut of changing hats about every ance men were greatly shocked to learn The Dixie’ Fire Insurance Company of 
month, is peculiarly susceptible to moral hazard, of the death of George W. Bunting, one of the Greensboro, N. C., has won its suit in the 
and it prohably is going to be a very difficult incorporators and directors of the William A. United States Supreme Court against a minor- 
line to underwrite successfully for that reason. Hamilton Company. Mr. Bunting has been ac- ity group of stockholders, upholding the rein- 
Of the fourteen fires, in seven cases the cause tive in Boston insurance circles since 1889 surance contract with the Hartford Fire In- 
could not be determined. This, on the face of | when he answered an advertisement of Howard surance Company. 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 


PAUL L. WOOLSTON 


INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 


i CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate 
Group, Industrial and Special Classes, ' 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical ang 
Semi-Tropical Business 
Cable Address: Gertract, New York 


165 BROADWAY NEW YORK City 


























Prominent Agents and Brokers 











LEON IRWIN & CO., Inc., New Orleans, La. 
REPRESENTING 
American Eagle Auto- National Union | New Amsterdam 
mobile-Hartford  Nationsl-Hartford _ Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 
British-Amer. As- writers of America 


surance Stuyvesant Automobile Insurance 
Fidelity-Phenix 
Insurance Underwriters BROKERS’ LINES SOLICITED 


FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Hume Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind, 
Des Moines, Iowa. 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 FRANKFORT ST. NEW YORK 
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JAMES H. WASHBURN, F.A.1L.A, 























New York 
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JULIAN C. HARVEY, F.A.I.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING’ ST. LOUIS, MO. 


T. J. McCOMB 
CONSULTING ACTUARY 


| 


i Colcord Bldg., OKLAHOMA CITY, OKLA, 























JNO. A. COPELAND F. M. SPEAKMAN, C. P. A. 
7 ails heitaeuaes CONSULTING ACTUARY 
JAS. R. COTHRAN BURNS & SPEAKMAN, Certified Public Aeceuatants 
Associate THE BOURSE PHILADELPHIA 
322 HURT BLDG. ATLANTA, GA. 
ABB LANDIS 








FACKLER AND FACKLER 


DAVID PARKS FACKLER, F. A. 5. 
EDWARD B. FACKLER, PF. A. S. 
WILLIAM BREIBY, F. A. S. 
CONSULTING ACTUARIES 

50 BROAD STREET NEW YORK 


A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 


Associate Actuary 


WASHINGTON, D.C. NASHVILLE, TENNESSEE 
10 Jackson Place, N.W. Independent Life Building 














SAMUEL BARNETT 








MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 


FREDERIC S. WITHINGTON, F. A. 1. A. 
CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite 948-949 
DES MOINES, IOWA 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 








L. A. GLOVER & CO. 








Consulting Actuaries, Life Insurance 
Accountants, Statisticians 











Joseph H. Woodward Richard Fondiller 
Harwood E. Ryan 


WOODWARD, FONDILLER and RYAN 
CONSULTING ACTUARIES 


Examinations and Audits in 
all Branches of Insurance. 


A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, Inc. 


“Life Insurance Service’’ 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 











43 Cedar Street, New York 


29 South La Salle St., Chicago 


Successors to 
Marcus Gunn, Consulting Actuary 

















Consulting Engineers 
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DONALD F. CAMPBELL 
CONSULTING ACTUARY 


3843 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 


W. H. GOULD 
ACTUARY & EXAMINER 


SYSTEM REVISION 


78 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 


= 





FREDERICK A. WALDRON 
CONSULTING ENGINEER 
Designer of 


HOME OFFICE BUILDINGS 


Full Architectural and Engineering 
Services Available 
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Tel. Rittenhouse 2289=90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


nced Investigators and Adjusters—Lia- 
Ee ty, “Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 











met 











Adjuster 








Tel. Mulberry 2613 
NEW JERSEY CLAIMS 


ted and adjusted. All lines handled. 
een and quick results. Thoroughly 
conversant New York and Connecticut. 


J. L. CHEREPY 


Proctor Building Newark, N. J. 




















Statisticians 











STATISTICS 


Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 
Also overload work. Expert comp- 
tometer operators on short notice. 
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Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 











Insurance Decisions 
(Continued from page 23) 

The court held that in order to avoid a pol- 
icy on account of additional insurance, such 
insurance must be valid and enforceable and 
the burden is on the defendant to establish 
that the alleged additional insurance would 
have attached if the policy sued on had not 
been taken cut. This question involves dis- 
puted questions of fact which were necessarily 
and properly referred to the jury. 

The plaintiff denied that the policy was for- 
feited under the above provision upon the 
grounds—(1) that the alleged additional insur- 
ance was obtained without the plaintiff's knowl- 
edge and consent and (2) that it covered the 
Separate and distinct insurable interest of the 
Commercial Credit Company as mortgagee, 


and therefore did not constitute double insur- 
ance which would avoid the policy. The judge 
made his charge to the jury in accordance with 
these contentions of the plaintiff and the ques- 
tion is whether insurance effected pursuant to 
the written authority contained in the condi- 
tional sales insurance 
effected without the knowledge and consent of 
plaintiff. Held, that there was no intent to 
create an agency between the parties but merely 


agreement could be 


to hold the mortgagor liable as between the 
contracting parties for the cost of the insur- 
ance. Therefore, the plaintiff was not charged 
with constructive knowledge and consent to the 
alleged additicnal insurance. If the second pol- 
was obtained without the 
plaintiff's knowledge and consent, or if it cov- 
ered merely the separate insurable interest of 
the mortgagee, then there would be no violation 
of the provision against additional insurance. 

The second claim of the defendant was that 
the plaintiff failed to inform defendant of the 
existence of two mortgages on the truck. The 
policy provision as to incumbrances is as fol- 
lows: 


icy of insurance 


“Unless otherwise provided by agreement in 
writing added hereto, this company shall not 
be liable for loss or damage to any property 
insured hereunder (a) incumbered by 
any lien or mcrtgage.” However, the defend- 
ant had knowledge at time of application that 
the Supply Company had a _ purchase-money 
mortgage on the truck and through the loss 
payable clause, which provided that this policy 
shall be payable to the Supply Company “as 
its interest may appear,” the defendant must 
te held as having agreed in writing to be liable 
for any damage while the property was in- 
cumbered by mortgage. There was only one 
valid purchase-money lien at time of issuance 
of policy and the later assignment of the con- 
tract (to Commercial Credit Company) did 
not deprive the Supply Company of its insur- 
able interest as a mortgage creditor. 

Neither can the policy be declared forfeit 
fraudulent concealment of facts as to 
other insurance—there is no evidence that either 
the Supply Company or the plaintiff had any 
knowledge of the existence of other insur- 
ance. 

Defendant also contended that the policy 
was avoided by false statements contained in 
the proof of loss to the effect “that at the 
fire or loss was no other 
insurance on truck, that no other 
person had any interest in said truck by mort- 
gage or otherwise, than the Supply Company. 
In order to avoid a policy for false swearing 
in the proofs of loss, the false statements must 
have been made “willfully and intentionally,” 
or “with intent to deceive and defraud” and 


while 


for 


time of the there 


said and 


“must be material.” 

This involved disputed questions of fact 
which the trial judge very properly submitted 
to the jury. 

Defendant also that a 
should have been granted on the ground that 


claimed new trial 
the verdict was excessive, being for an amount 
in excess of the value of the truck as stated 
in the proof of loss. However, the plaintiff is 


not conclusively bound by the value stated in 
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Western Situation Holds Stage 
(Continued from page 3) 
hear of the clearance of the other two within 
a very short time. Other reports coming in 
are along the same line. 

Naturally the question as to what can he 
accomplished by the conference has come up. 
A strict interpretation of the Union acceptance 
would indicate a negative forecast. Yet a com- 
pany executive who has had many years of ex- 
perience, in fact more than most, remarked 
that, even though no agreements are reached, 
a lot of good may be accomplished, because the 
agents are almost sure to get a first-hand view 
of the commission situation. It is the insistence, 
according to this executive, of the agents for 
high commissions that has been the basic cause 
of the trouble, and he believes that when they 
see how vital a question it is they will be 
willing to give more co-operation to the group 
of companies that are doing everything in their 
power to bring about a reduction in the ac- 
quisition costs. Just how much there is to this 
theory it is difficult to say, because many agents 
believe that the companies referred to are all 
too willing to make the agents bear the whole 
burden of the movement for reduced acquisition 
costs, without attempting to reform home office 
practice toward the same end. This feeling 
was strongly hinted at in an interview printed 
in a recent issue of THE SPECTATOR with James 
H. Moore, well-known Chicago agent. 


WEsTERN BuREAU COMMITTEE 

Cutcaco, Itt., Nov. 6—The Western In- 
surance Bureau will be represented by the fol- 
lowing committee: Charles E. Sheldon, Ameri- 
can of Newark; Walter D. Williams, Security 
of New Haven: Fred M. Gund, United States 
Fire: Waite Bliven, Firemens of Newark; N. A. 
Weed, Republic of Pittsburgh. 

Manager Rudolph Belcher of the Western 
Insurance Bureau announces that the Ohio 
Farmers Insurance Company of Leroy, Ohio, 
has made application for membership in the 
Bureau. It is understood that this application 
will soon be voted upon and will undoubtedly 
be approved. 

Following the recent abrogation of the con- 
ference agreement between the Union and 
Bureau, it was expected that the Ohio Farmers 
would apply for membership in the Bureau. 
When the last meeting of the Bureau was held 
at Pittsfield, Mass., officials of the Ohio Farmers 
were invited to attend the session, and at that 
time it was predicted that the company would 
again affiliate with the Bureau, from which it 
retired two years ago. 


his proof of loss unless the statement were 
fraudulently made or the facts were such as 
+c estop him. Plaintiff testified that the valua- 
tion iaserted in proof of loss was agreed to in 
negotiations merely for purposes of settlement 
without suit and, in the absence of any show- 
ine that insurer was prejudiced, the issue was 
clearly to be determined by the jury. 

Judgment for the plaintiff is affirmed. 

De Shields vs. Insurance Company of North 
America ct al. (Supreme Court of: South 
Carolina), 118 S. E. 817. 
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YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 








CRUM & FORSTER 


GENERAL AGENTS 
110 WILLIAM STREET NEW YORK CITY | 


United States Fire Ins. Co., N. Y. 
Richmond Ins. Co., N. Y. 
Potomac Ins. Co., Washington, D. C. 
The North River Ins. Co., N. Y. 
Union Fire Ins. Co., Buffalo, N. Y. 
United States Underwriters’ Policy, N, y. | 
Guaranty Fire Assurance Corp., N. Y.- 


F. M. GUND, Mgr. Western Dept. 


HAROLD JUNKER, Mgr. Pacific Coast Det ; 
Freeport, Illinois San Fi Francisco, 


» California 














THE HANOVER FIRE INSURANCE COMPANY 


Continuously in business since 1852 
The real strength of an insurance company is in the conservatism of its man- 
agement, and the management of THE HANOVER is an absolute assurance of the 
security’of its policy. 
Emory Warfield, President Montgomery*‘Clark, Vice-President 
E. S. Jarvis, Secretary Charles_W. Higley, Vice-President 
William Morrison, Asst. Secy. 


Home Office, Hanover Bidg., 34 Pine St., New York 








SERVICE TO POLICYHOLDERS 


The keynote of success of the Great-West Life is service to policyholders. 
ws ga of profits paid on policies is unequalled. Its rates are among 
e lowest. 


THE GREAT-WEST LIFE ASSURANCE COMPANY 





“THE LIFE INSURANCE BUSINESS” 


Under the above title, Minor Morton, vice president and agency manager of a well-known lifeingy a 
company, has written a booklet of w hich the purpose is to demonstrate the desirability of capable 
adopting ‘Life Insurance as an Avocation. i 
STRONG ARGUMENTS ARE CONVINCINGLY PRESENTED 
Every life insurance company and geners al agency needs this booklet. PRICES: Single copy, We 1 
100 copies, $6.00; 500 copies, $20.00; 1000 copies, $35.00; 5000 copies, $150.00; 10,000 copies, $25a4 
THE SPECTATOR COMPANY 
Chicago Office 135 William Stregt 








Insurance Exchange New York 
PHC_N | ASSURANCE COMPANY 
LIMITED, OF LONDON 
(ESTABLISHED 1782) q 
AUTOMOBILE—USE AND OCCUPANCY—TORNADO—SPRINKLER | 
LEAKAGE—EXPLOSION AND RIOT, AND CIVIL COMMOTION 


HEAD OFFICE FOR THE UNITED STATES 
100 WILLIAM STREET, NEW YORK CITY 
PERCIVAL BERESFORD, Manager 














WE WANT AGENTS 


HEAD OFFICE WINNIPEG 
to push our five-point-nine policies. 
Excellent Iowa territory and liberal 
contracts for men of good reputation. 


é “THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Manager 


Home Office—Register Tribune Bldg.—Des Moines, lowa 











LIBERTY NATIONAL LIFE INSURANCE CO. 
CAPE GIRARDEAU, MO. 


OLD LINE—LEGAL RESERVE 
PARTICIPATING—NON-PARTICIPATING 
STANDARD—SUB-STANDARD 


NON-FORFEITABLE RENEWAL CONTRACTS 


General Agents Wanted 
In 
Illinois, Missouri, Louisiana, Arkansas and Kansas 


HOME LIFE INSURANCE COMPANY 


New York 
WM. A. MARSHALL, President 


The 63rd Annual Report shows: 

Premiums received during the year 1922 

Payments to Policyholders and their beneficiaries in Death 
Claims, Endowments, Dividends, Etc 

Amount added to the Insurance Reserve Funds 

Net Interest Income from Investment 
($722,352 in excess of the amount required to maintain the 
reserve) 

Actual mortality experience 52.87% of the amount expected. 

Insurance in Force 

Admitted Assets 


$232,163,052 — 
46,253,715 


FOR AGENCY APPLY TO 
GEORGE W. MURRAY, Superintendent of Agents 
56 BROADWAY NEW YORK © 


THE MUTUAL LIFE OF ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An ‘“‘Old Line’’ Legal Reserve Company 
issuing all the standard forms 
of policies. 


Good territory in I]linois still open. Will 
be pleased to hear from anyone interested } 


























THE COLONIAL LIFE 


INSURANCE COMPANY OF AMERICA 


welcomes men with a good past who 
seek a better future 


Ideal contracts in a square=-deal company 


E. J. HEPPENHEIMER, President 
GEO. T. SMITH, Vice-President DUNBAR JOHNSTON, Secretary 
CHAS. F. NETTLESHIP, 2nd Vice-Pres. S. R. DROWN, Supervisor of Agencies 


HOME OFFICE, JERSEY CITY, NEW JERSEY 
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CEDAR RAPIDS 
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FOR GOOD MEN 


CBRosbbins, Pres. CB Svaboda, Secy 
HOME OFFICE: CEDAR RAPIDS, IOWA 











